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T’S time you 
started to fish 
around for the fisher- 
men’s trade. The 
sport germ is in the 
air and the  hard- 
ware man_ should 
make capital of it. 
Sporting goods are 
very much in sea- 
son. Read Page 4). 
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‘THE CRE are’ various 

ways of going 
after business and 
out in Carlinville 
they have learned 
that sending a man 
after it is one of the 
surest. You can use 
a canvasser who is 
a salesman in your 
store. Read Page 
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UGH SMITH of 
Jackson, Mich., 
died the other day 
but before he died he 
lived to see himself 
proprietor of a 
wonderful hardware 
store. The Smith & 
Winchester store is 
described in this is- 
sue. Page 54. 
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SCREEN AND STORM DOOR SET 
<< Complete’ with Screws. National Mfg (a Sterling, Hardware»: 














Have You Enough to Go Around? 


If not there is still a little time left before the season gets into full 
swing—but don’t delay any longer. 


Place your order immediately with National. Ample stocks on hand 
and National direct-to-dealer service eliminates delays and insures 
prompt delivery. 


And the quality of our No. 90 Screen Door Set, its loose-pin hinge 
which eliminates the necessity of removing screws when taking down 
the door in the fall, are points that induce customers to return to your 
store from time to time to purchase other hardware they require. 


Furthermore with your first order we will furnish free of charge this 
handsome silent-salesman display stand here illustrated. 


Buy ‘direct from National where you buy at a saving and sell on a 
larger margin of profit. 


National Mfg. Company 


Sterling, Illinois 
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RUANT officers’ statistics show 

that recently there has been 

an alarming number of es- 
teemed and venerable grandmothers 
gone to their last respective re- 
wards. Also it has been noted that 
the youths of to-day whether they 
be in school or engaged in the ardu- 
ous duties of office boys, hold their 
elders in much greater respect than 
formerly. This, of course, makes it 
incumbent upon these excellent 
youths to attend the funerals of 
their grandmothers, and some are 
so overcome that it takes three to 
four days to get over the shock. 

At about the same time that the 
vigilent truant officers have noted 
this remarkable tide of events it 
was also mentioned in the papers of 
the country that the big league ball 
teams were training in the South 
and a little later that the opening 
games would take place in many dif- 
ferent cities of the United States. 

Many a sad faced office boy has 
blurted out inadvertently the day 
after his grandmother’s funeral, the 
astounding fact that the umpire was 


The Boy 


Who Goes to His 


Grandmother’s Funeral 
Make Your Store the Home Plate for the 


Baseball Fans and the 


Shady Stream for the 


Anglers Who Come to Lie But Stay to Buy 


By JOHN A. 


a robber and a thief when everyone 
knows that an umpire never offici- 
ates at a funeral. Many a school 
boy has got up».and recited that 
Babe Ruth was the greatest Roman 
of them all, much to the consterna- 
tion of the untutored teacher. 
Scarcely can these remarks be laid 
at the door of extreme grief on the 
part of the angel faced little devils 
that have stolen away from school 
or business to participate in the 
much more enchanting pastime of 
watching a baseball game. 

And at about the same time when 
this unaccountable mixture of en- 
thusiasm and grief has taken place 
the hardware men of the country 
have been furnishing the young men 
or, as the clothing ad reads, “young 
men and men who stay young,” with 
the necessary articles with which 
they can pursue what has been 
termed “The National Pastime”’— 
baseball. 

Catching Customers at the Home Plate 

Ray H. Poore, whose name has 
often been mentioned in the columns 
of HARDWARE AGE, took time by the 
forelock and opportunity by the 
nape of the neck for his store, The 
People’s Hardware Co., Gary, Ind. 
National baseball week meant 
something to him and to the store. 
Herewith is reproduced one of his 
window displays dealing with base- 
ball. He has made the cutouts him- 
self and has arranged outfits for two 
opposing teams in the window. It 
will be observed that Uncle Sam is 
wearing a regulation catcher’s glove 
and while he is standing up a trifle 
erect for a big league catcher, whose 
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usual posture is rather squatty, the 
good people of Gary caught the idea 
and the People’s Hardware Co. 
caught the business of the town 
which is more to the point. 

Mr. Poore realizes that window 
displays will not alone do the trick 
so he has successfully tied up his 
newspaper advertising with the idea 
and for some time “plugged” base- 
ball and National Baseball Week 
strongly in his space. 

In regard to the description of the 
window Mr. Poore writes, “The 
background is light blue crépe pa- 
per, the tree cutouts are different 
shades of green, the Capitol building 
is cream and gray with a gold sun in 
the back, the winged cutout is paint- 
ed bronze with green gold wings, the 
ball which is being thrown to Uncle 
Sam is enamel white.” 

It was also a good idea on Mr. 
Poore’s part to have red, white and 
blue lights throwing rays on the fig- 
ures until 11 o’clock at night when 
they were automatically switched 
off. 


Resurrecting Useful Grandma 


Getting back to the little boy and 
his poor dear grandmother. Within 
a short time the same grandmother 
will be resurrected for a _ second 
burial this time in the interest of 
the fishing season. Boys especially 
in the smaller towns delight in the 
second funeral as much as the first. 
The regulation boy in the United 
States buries two grandmothers 
each year, the first at the opening of 
the baseball season and the second at 
the opening of the fishing season! 
However in both cases the grim 
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Here is the way the jobber helps the retailer by a suggested window 


reaper is usually the hardware man 
who sells sporting goods and instead 
of receiving prim old grandmothers 
the toll gets greenbacks and 
silver. So the grim reaper is trans- 
formed into a “grin reaper” for 
everyone except the truant officer 
and the gruff employer. 

The Peoples’ Hardware Co. also 
came forward recently with a fishing 
window that actually commands 
anglers to enter and look over the 
stock. It is one of the most com- 
plete windows that has ever been 
shown anywhere in the United 
States. The painted panels were oil 
painted and stood four feet by nine 
feet. There was a tank of real 
water in the center surrounded by 
sod. Across the pond logs were laid 
and two dozen gold fish and turtles 
were in the water. The window 
should be an inspiration to any hard- 
ware man in the United States. 
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Your Favorite Prescriptions 


Every drop of red blood ina 
man’s veins shouts out for sport at 
this season of the year. You are 
the doctor, the case is in your hands. 
You can prescribe and furnish the 
medicine without further license and 
thereby sell health and enjoyment to 


the men of your community. For 
the man suffering from baseballitis 
the prescription reads, “One bat, one 
ball, one glove, mix with full uni- 
form; use until patient commences 


to shout. Once each day.” For the 
patient that complains that his 
dreams are filled with silver bass and 
speckled trout prescribe the follow- 
ing: “To one portion of rod add 
one portion of reel, to a dozen flies 
add one creel, add to these a first- 
class hook and take the medicine by 
a shady brook.” 


The Jobber Helps 


To assist its numerous dealer pat- 
rons in increasing sales of sporting 
goods Geller, Ward & Hasner, St. 
Louis hardware jobbers, have ar- 
ranged this suggestive window dis- 
play. While designed as a practical 
evidence of the concern’s interest in 
the welfare of its patrons, Mr. Gel- 
ler has kindly consented to its use in 
HARDWARE AGE, so retailers up and 
down the land may copy it or por- 
tions of it. 

“This window is a practical one, 
because it requires no special fix- 
tures or impossible effort to have a 
display just like this in any city or 
in any size window,” explained Mr. 


Geller. “Such a display does credit 
to the big store but it avoids fancy 
features and is just as adaptable to 
the space of the small dealer as any- 
one else. We are satisfied that any 
dealer can copy it for all he needs is 
the merchandise and we know it will 
make business for him. Goods in 
the background are arranged on or- 
dinary display boards. This window 
has been thoroughly tested and it 
has attracted attention and drawn 
business in a pleasing manner.” 

Mr. Geller points out that displays 
should be timely. Baseball and fish- 
ing are the dominant sports early in 
the spring and displays then should 
feature these two lines of goods. 
Later on when golf is “the big 
noise” a golf window should be used. 
Windows devoted to bicycles and 
windows devoted to hunting goods 
are always attention-getters, but 
much of their value is lost if they 
are not used at the time when the 
passer-by is actually in the market 
for the goods shown. 

“The development of sporting 
goods as a hardware store depart- 
ment is one of the long orward 
strides in modern merchandising,’ 
said Mr. Geller. “The hardware 
store is the logical place for the man 
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Ray Poore’s baseball window at the People’s Hardware Co. store, Gary, Ind. 


to buy his fishing tackle, baseball 
mitts and bats, tennis shoes and 
raquets, golf sticks, bicycles, guns 
and ammunition, etc. The hardware 
store is the man’s store, the place 
where the man feels at home and he 
is not only willing, but prefers to 
buy his sporting goods of his hard- 
ware dealer. 


“The development of sporting 


goods sales in hardware stores is 
ample proof of the fitness of such a 
department for dealers, big and lit- 
tle everywhere. We have encour- 
aged our dealers to stock sporting 
goods and now they feel deeply 
grateful to us for the co-operation 
and aid we have given them in add- 
ing a live and profit-making depart- 
ment to their stores.” 


Hardware dealers who fail to sell 
sporting goods deprive themselves of 
profits they can easily corral. 


Showing Merchandise Only 


This striking Geller, Ward & Has- 
ner window suggests the idea on 
which most of the larger city win- 
dow display managers are agreed 

(Continued on page 65) 














A marvellous fishing window used by Poore. Real water and live fish were on display 





Selling the Lady in Her Own Kitchen 


How the Canvasser for Woodward & Walton, 
Carlinville, Ill., Takes Orders and Gets Information 


for the Sale of Big Things As Well As Small Items 


66 HE Store at Your Door,” 
would be a good slogan for 

a novel and extremely suc- 

cessful selling plan which Wood- 
ward & Walton are using, with 
bang-up results at Carlinville, Ill., a 
bright little city of 5000 residents. 
Most stores, like most churches, 
open their doors and wait for the 
public to visit them. But Woodward 


and the bigger results are beyond 
measure. 

“Fortunately we have in our em- 
ploy just the type of young man for 
this work. John A. Bown is an 
ideal canvasser. Quiet, persistent 
and courteous he knows how to ‘hang 
on’ and what is equally as important 
he knows when to ‘let go.’ He never 
forces an entrance into a home. He 


large items, such as washing ma- 
chines, painting projects, etc.—new 
business that is notably increasing 
our sales totals.” 


The Canvasser’s Equipment 


This is the equipment which the 
canvasser carries: Floor mop, floor 
wax, floor polish, mitten duster, alu- 
minum cleaner, silver polishing 














The canvasser of Woodward & Walton, Carlinville, Ill., sells “housewife helps” to women in their homes 


& Walton have adopted the practise 
of “go ye into the byways and high- 
ways and compel them to come in.” 
For that really is the purpose of the 
plan—to make the non-customer a 
customer by getting him acquainted 
with the store and its capability to 
serve the community’s needs. 

This is the plan, as arranged by 
C. T. Woodward, who is whole-heart- 
edly enthusiastic over the splendid 
results obtained: 

“Instead of waiting for years for 
some of our residents to learn about 
our store, we are taking our mes- 
sage directly to them,” said Mr. 
Woodward. “Actual sales made 
every day, alone, justify the effort 


never irritates prospects but he does 
get their attention and good-will in 
almost every instance. I want to 
say right here that the wrong kind 
of canvassing is far more harmful 
than no canvassing. But a good can- 
vasser can get your store patronage 
it would never,otherwise enjoy. 
“This spring we fixed up John 
with what I call ‘Spring Houseclean- 
ing Helps’ and sent him forth to 
make house-to-house calls. Imme- 
diate results showed us the idea was 
bigger than we realized. His sales 
totals every day are splendid. He is 
making money for us. And what’s 
more important he is making new 
friends and digging up prospects for 
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cloth, wall brush, wool dusters and 


long handled dusters. When the 
housewife answers his summons to 
the door he says he has some practi- 
cal helps to make housecleaning and 
housekeeping easier and asks the 
opportunity to show them. Usually, 
the,woman is interested. Sales al- 
most invariably result. 

Then he takes up with her the 
matter of spring painting. He car- 
ries a color card showing outside 
and interior finishes and also color 
cards of varnish stains, floor paints 
and enamels for refinishing marred 
furniture. Some of these items are 
sure to win the woman’s interest and 


(Continued on page 88) 
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The Traveling Man 


BY ONE OF THEM 


Catches a train in the face of a storm; 
Sleeps in an “upper” without kick or frown, 
Gets up at daybreak to make his next town. 


H. packs his grip in the early morn, 


Hustles all day in cold, rain and sleet, 
Spreading glad news—never getting cold feet, 
Settling disputes between house and the buyer, 
Both always right—he is the liar. 


Visits a buyer who has a grouch and a sigh, 
Lands a small order ’cause price is too high; 
Tackles another way down in the dumps 
Who can’t see sunshine, but spreads gloom in chunks. 





Never complains but makes town after town, 
Always smiling with never a frown; 

Away from his loved ones, baby and wife, 
You said it, my boy, it’s a “peach of a life.” 


After the work at the close of the day, 
Eating his dinner in a “one horse” café; 
Steak that is tough, and coffee that’s rotten, 
“Oh, well,” what’s the difference, once down it’s forgotten. 


LLL TLS 


Sends in his orders, writes a letter or two, 
Goes to his bed just a little bit blue; 

Dreams of the time when his trip will be over, 
At home with the loved ones all will be clover. 


Up in the morning at the tap of the gong, 
Gets a card from the boss with the same old song; 
How “Bill Jones” has cancelled and Smith don’t pay, 
Bright, cheerful news to start a new day. 


Jumps out and hustles—calls on the trade, 
Tickled to death with every sale made; 
Every one likes him, this overgrown boy, 
His presence brings gladness, sunshine and joy. 


So through this life he makes trip after trip, 
Always a’ smiling this “Knight of the grip’; 

No matter how blue or homesick he feels, 
He’ll tell you of gladness with never a “squeal.” 


When life’s trip is over and the journey all ended, 

’T will be “well done, come in son, you’re well recommended” ; 
You had “hell” on earth, but that is all past, 

Forever be joyful, you have earned rest at last. 
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A Mighty Monument to the Memory of 


The Smith & Winchester Co., New Store Exemplifies 
Hugh Smith’s Death Ends Busy Life Spent in 


EDITOR’s NoTeE—As this 
issue is going to press we 
have received the distressing 
news of the death of Hugh 
Smith. Mr. Smith has long 
been identified with the hard- 
ware business and his death 
comes after a life spent in 
making the hardware busi- 
ness a dignified one. His 
modern store was one of his 
last accomplishments. The 
hardware trade will miss this 
mighty upbuilder. 


L 


hardware didn’t mean electric wash- 
ers and fireless cookers and mazda 
lamps, sporting goods, toys and au- 
tomobile accessories—and countless 
other useful things—Hugh Smith 
and Sam Winchester started a hard- 
ware store. 

The closest resemblance to a golf 
stick, in their stocks, was a hoe han- 
dle, and if a customer had asked for 
a piece of fishing tackle he would 
have been laughed at most merrily. 

But to-day hardware means all 
these things—and other important 
ones—in this big, bright Jackson, 
Mich., store. 

“Keeping store’ nowadays for the 
hardware man is more than a matter 


ONG before there was such a of a few kegs of nails, some enam- 
thing as engraved glass oven- 
ware, back in the days when The modern hardware is the mecca 


eled wash basins and a coil of rope. 
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of the community for most of 
the useful things it needs. Factory 
and home turn to it to keep going. 
In a measure, nothing is more need- 
ed in a town than a good hardware 
store. Nothing would be more 
missed. 

Sam Winchester and Hugh Smith 
have passed on but they saw their 
little store grow into the finest pos- 
sible example of service to the com- 
munity. The management is largely 
in the hands of C. J. Watt and we 
asked him to tell the rest of us hard- 
ware folks something of his ideas of 
a hardware store—one that is 
worthy of the name. 

“Keeping up with the procession,” 
just about summarizes Mr. Watt’s 
virile ideas. 

He realizes that as merchants 























Two. Enterprising Hardware Merchants 


What Honesty and True Merchandising Can Accomplish 


Raising Business to the Highest Possible Plane 


we've got to keep marching or stop. 
When we stop, the procession doesn’t 
halt. We stay behind but the parade 
goes on. 

Nothing is more destructive to 
business growth than a feeling of 
self-satisfaction. Just as soon as a 
hardware store is contented with its 
achievements it checks further ad- 
vancement. If a store is as good as 
its manager thinks it can be it will 
never be any better. 

“We’ve simply tried to keep alive 
and to make our store constantly 
more useful to our customers,” said 
Mr. Watt. “New lines have been add- 
ed. Store improvements and new 
stock arrangements have been made, 
our advertising has broadened, our 
service has been bettered—we’ve 
simply been trying all the time to 


make a good store a better one. 
Such a spirit can’t help but be bene- 
ficial.” 


The Remodeled Store 


Recently, Smith & Winchester 
spent a large sum to completely re- 
fixture the store. Such an improve- 
ment was planned just before the 
war-god stamped over the face of 
the earth. But, it was postponed 
and has just recently been com- 
pleted. 

A most interesting lesson has been 
deducted from this improvement. It 
has been found that the salespeople 
Have taken ’a' new interest in display- 
ing and selling goods since they have 
had modern shelving and show cases 
to work with. Stocks are kept 
cleaner, look better, the whole at- 
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mosphere of the store is brighter 
and the workers accomplish more 
and find greater pleasure in their 
tasks. ; 

It has long been realized that at- 
tractive store arrangements have a 
good effect on customers, but Smith 
& Winchester have discovered cor- 
respondingly important benefits in 
the effect noticed on the salesforce. 

“IT used to neglect my stock be- 
cause it didn’t look any too well any- 
how,” said one salesman, “but now 
there is no excuse for not having my 
department spic and span. It’s a 
pleasure to work in such a bright, 
well arranged store. And I’ve no- 
ticed how-much easier it is to sell 
goods. Yes, I can do better work 
since the store was modernized.” 

(Continued on page 65) 





The Silver Ribbon That Spells Success 


How the Lincoln Highway Can Help You Sell More 
Automobile Supplies — Interesting Facts About 
the Big Road That Extends from Coast to Coast 


ITH the continual increase in 

W the production and use of 
motor vehicles in the United 

States the necessity of highway con- 
struction and maintenance becomes 


primarily a matter of more vital 


Roads like these mean more travel 


concern, both commercially and so- 

cially, to a larger number of people 

each year. The Lincoln Highway 

Association, with national headquar- 

ters in the Garfield Building, De- 

troit, represents, in a national sense, 

the “good roads sentiment” of the 

American people, as distinctively as 

any organization in the country. 
The association is incorporated 

under the laws of the State of Mich- 

igan as a non-profit mak- 

ing organization. It is 

operated as a business 

organization under the 

control of a board of di- 

rectors which is com- 

posed of business men 

of national prominence. 

The results of its work 

are shown in the general 

road benefits to the 

country as a whole and 

in a wider and more 

general appreciation of 

the economic necessity 

for such definite and 

well-defined arteries of 

interstate transportation 

as the Lincoln Highway. 

Every individual who 

uses this great road and 

the hundreds of com- 

munities, cities, towns 

and villages located 

along its route, are both 


directly and indirectly benefited. 
The Lincoln Highway is undoubt- 
edly the greatest road in the world, 
extending from Times Square., New 
York, across the width of the great 
American continent 3000 miles to 
the Golden Gate on the Pacific Coast. 
The work of construction and repair 
that is done annually on this road 
alone is one of the most phenomenal 
engineering achievements in history. 
On Jan. 1, 1920, contracts had been 
let for Lincoln Highway construc- 
tion to be started as early as possible 
in the spring by seven of the States 
traversed by the Lincoln Highway, 
totaling in the aggregate $2,323,112. 


The Work Being Done 
“The fact that the actual construc- 


‘tion on the Lincoln Highway during 


1920 apparently fell slightly short of 
that accomplished during 1919,” 
says the official report of the asso- 
ciation, “was not due to a lack of 
desire on the part of the State and 
county highway officials to accom- 
plish the immediate improvement of 
the route, or to a lack of money. 
Where improvement work apparently 
lagged during 1920 it was entirely 
the result of those general condi- 
tions which operated to restrict 
highway improvement in every sec- 
tion of the Union. Briefly summar- 
ized, those conditions were: 


An artist’s conception of perfect roads 
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“First, a lack of adequate trans- 
portation facilities; second, a short- 
age of road building material, large- 
ly induced by the lack of adequate 
transportation facilities; third, a 
lack of properly equipped, respon- 
sible contractors; fourth, a shortage 
of labor for a portion of the year in 
many sections of the country, and 
fifth, the condition of the securities 
market, which made it very difficult 
or impossible for many States and 
counties to sell their road bonds. 

“Despite these adverse influences 
the expenditures on the Lincoln 
Highway between New York and San 
Francisco during 1920 exceeded 
every year since the organization of 
the association, with the exception 
of 1919, and very closely approxi- 
mated the expenditures of that very 
unusual year of progress. 

“Expenditures on the Lincoln 
Highway, 1920, new construction, 
reconstruction and maintenance: 


Mileage New Mainte- 

Miles Construction nance 
New Jersey.. 14.0 82,899.29 $105, 382. 00 
Pennsylvania 22.0 00. 500,000.00 
Ohio 19.5 ,612. No figures 
No figures 
No figures 
71,700.00 
53,400.00 


Illinois 

Iowa 
Nebraska ... 
Wyoming ... 
U —_ (est. ih 


vada oe ° 
California - - z 51,321.50 63, 836.45 


Total . 542.0 $7,507, or 61 $914,983.43 


Total expended on the 
coln Highway in 1920....$8,422,060.00 


Guntastinhe 1920 
Improvement 

“Briefly summarized, 
the work for the year is 
given in the above table. 
It should be remembered 
in inspecting these fig- 
ures that while the 
amount of federal and 
State aid is accurately 
reported through the 
highway departments of 
the various States, and 
these expenditures are 
augmented by such scat- 
tered county reports as 
were available, that in 
nearly every State the 
expenditures were larger 
than the actual detailed 
figures reported, because 
of the difficulty of get- 
ting construction expen- 
ditures from municipal 
or county authorities. 
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“The progress made in bringing 
the Lincoln Highway from a dream 
in the minds of its founders, seven 
years back, to its present status, is 
briefly summarized in the following 
table of yearly improvement invest- 
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Total expehded on the Lincoln 
Highway in seven years... .$31,284,520 


“It should be borne in mind in in- 
specting the above figures represent- 
ing the expenditures during the past 
seven years for Lincoln Highway 
improvement, that the cost of high- 
way construction has rapidly in- 
creased since 1914. 

“It is significant that of the ex- 
penditures made by the various 
States on Lincoln Highway improve- 
ment during 1920, a vast proportion 
was put into “permanent” work, 
that is, construction of the highest 
possible character, designed to stand 
up under the traffic of the future 
with a minimum yearly maintenance 
expense. The following table show- 
ing the mileage of each type of per- 
manent construction completed on 
the Lincoln Highway during 1920, 
as well as the mileage of preparatory 
work in the way of grading and 
graveling, will be of interest as 
showing the net results of the sums 
expended. 


Some Interesting Data 


“The Lincoln Highway in New 
Jersey, from the Hudson River at 
Jersey City to the Delaware at Tren- 
ton, is the heaviest traveled and most 
congested highway of its length in 
the United States. Traffic counts 
have indicated an average of more 
than 1000 vehicles an hour for the 
daylight hours, much of this travel, 
more than 50 per cent, being heavily 
laden trucks. 

“The State of Illinois not only ac- 
complished more on the improvement 
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of the Lincoln Highway during 1920 $ makes the national highway the best 


than any other State between the 
two coasts, but it outstripped every 
State in the Union in mileage of 
permanent highway construction, 
with the exception of Pennsylvania. 

“Illinois completed 341 miles of 
hard-surfaced roads during 1920, a 
greater mileage of similar type of 
construction than was ever built in 
any previous year by any State. 
Pennsylvania during 1920 construct- 
ed 410 miles of permanent improve- 
ment, but had during the year twice 
the mileage under contract that IIli- 
nois had.” 

Speaking of the work that is being 
done in the Western States, where 
the utmost difficulty attends high- 
way construction because of geo- 
graphical and climatic conditions, 
the association report states: 

“Nebraska, like Wyoming, Utah 
and Nevada, is confronted with a 
difficult problem in its endeavor to 
bring about proper highway im- 
provement. All these States of vast 
area and sparse population, with 
enormous mileage of highways con- 
necting their scattered centers of 
population, require a much greater 
measure of Federal aid than they 
have been receiving, if any real per- 
manent construction is to be accom- 
plished on the long primary roads 
which traverse their thousands of 
square miles of undeveloped, unpro- 
ductive and untaxable land.” 

It is interesting to note that the 
many branches of the Lincoln High- 
way Association, such as the tour- 
ing bureau, which supplies detailed 
information, printed logs, maps and 
road guides to individuals and or- 
ganizations; the engineering depart- 
ment of the association that does the 
field work—revising statistical data, 
and supervising road construction 
and maintenance, as well as the other 
branches that carry on the associa- 
tion’s activities, have all been 
strengthened and broadened in scope 
during the past year. The trans- 
continental road marking by the as- 
sociation has been completed, which 


Good macadam 
on the Lincoln 
Highway 


marked interstate road in the world. 

The immediate aim of the associa- 
tion is to enroll 10,000 Sustaining 
Members, primarily, for the purpose 
of bringing about more widespread 
recognition of the organization’s 
work, as well as to facilitate and 
crystallize a more vigorous “good 
roads sentiment” throughout the 
country. 


Broad concrete on the Lincoln Highway 


ELECTRIC SHOWS IN JUNE 

Two exhibits of industrial importance 
are to be held in the Irving Place Show- 
room of the New York Edison Co. in 
June. The first will be devoted to elec- 
tric heating and will be given during 
the week of June 6-11. For the week 
beginning June 20, a demonstration of 
electrically operated ventilating equip- 
ment is scheduled. 


Plans for the Heating Show are well 
advanced, and practically all of the 
electrical appliances for industrial and 
domestic heating which have been per- 
fected during the past five or ten years 
will be exhibited. Forty-one manufac- 
turers have accepted The Edison Com- 
pany’s invitation to take part, and at 
least one hundred different applications 
of electric heat will be shown. Cart- 
ridge units, tubular heaters, soldering 
irons, capping tools and branding irons, 
apparatus for candy makers and for 
use in shoe factories, printing plants and 
other industries will be exhibited and 
demonstrated. Among the domestic ap- 
plications of electric heat will be ovens 
and ranges and other cooking equip- 
ment, laundry apparatus, and heating 
appliances for bed rooms or bath rooms. 

The Ventilating Display will imclude 
air conditioning equipment, such as hu- 
midifiers and apparatus for tempera- 
ture control, and various types of fans 
for home, office and factory. The im- 
portance of ventilation and temperature 
control is now recognized as having an 
important bearing on production, and 
is receiving careful study by industrial 
managers. A conference of industrial 
and ventilating engineers will probably 
be held during the week. Each show 
will continue one week and will be free 
to the public. 





Trading Optimism for Orders 


A Vital Message for Traveling Salesmen 
By A. K. TRoutT 


OES optimism pay? I’ll say it 
does. I will get down to brass 
tacks and prove my statement. 

The writer represents a manufac- 
turer of children’s vehicles, a line 
that has been nationally advertised 
for the past two or three years in 
the leading National Advertising 
Mediums and Business Publications. 
It was only natural that during the 
fall of 1919 and early 1920, the job- 
bing trade, which, by the way, is 
our medium of distribution, bought 
and stocked a large quantity of our 
merchandise for the heavy buying 
which was expected during 1920. 

There is no need to relate what 
happened to almost every line of mer- 
chandise the jobber was caught long 
on during the year just past. Suffice 
to say that our line was one of the 
first to be made a leader to stimu- 
late buying, due to its popularity and 
national advertising. If ever a sales- 
man had reason to be blue and 
gloomy for the outlook for early 1921 
spring business, it certainly was 
“vours truly.” 

Reports reached me from all quar- 
ters of the country that were far 
from encouraging. I had three new 
lines of merchandise to “put over” 
in 1921. These blue reports which 
were brought in by the “calamity 
howlers” were that the whole coun- 
try was “fed up” on wheel goods of 
every description—you could not 
force an order from a jobber in the 
country even on a consignment basis 
—they would not buy “Gold Dollars” 
at half prices. 

However, I made up my mind to 
face the music. Realizing the fact 
that the Bee that hangs around the 
hive never gets the honey, also that 
sitting in the office, full of gloom, 
pulling a long face would not put coal 
in my cellar, I packed my trunks 
with three brand-new lines of ex- 
pressive wheel goods and beat it out 
among the trade. Well, to make a 
long story short, I opened up in 
Pittsburgh and brought the buyers 
to the sample room. All three pur- 
chased, each taking a carload, or, in 
dollars and cents, in two days I did 
an $18,000 business. 


The Two Who Wouldn't Buy 
The next town I had only one man 
to see, but he came in for a $6,000 


car. So it went all along the line— 
I only drew a blank in two cities out 


of twenty-two visited. Why did I 
draw a blank in these two places? 
Simply because the heads of the two 
houses there were pessimists. When 
things began to go against them last 
fall they pulled their heads into their 
shells and said, “the end of all 
things good and _ prosperous is 
here.” They have thought and talked 
gloom and bad business so long they 
believe their own stories—also that 
God Almighty has forsaken the Uni- 
verse and the sun will never shine 
again. 

The other fellows that bought 
have the situation sized up about 
right. They reasoned with common 
sense. The bottom has been reached, 
the pendulum has swung as far to 
the bad side of business as it is pos- 
sible for it to go, and, according to 
all laws of reason it must swing 
slowly back—and their reason is 
backed by the confidence they have 
in the purchasing power of this good 
old U. S. A. 

The farmer in the West has made 
up his mind to accept his loss on 
corn, wheat and other farm products 
—he realizes that he must bear his 
portion of the down grade of prices, 
which is bringing business and con- 
ditions back to a normal basis. So, 
therefore, he is selling his products 
for what they will bring, and has 
begun to spend the proceeds to put 
his lands in shape for 1921 crops. 
He also realizes that he has had five 
or six years of abnormal profits, and 
after his first fit of surprise at the 
vast cuts in prices which were made 
he has considered the situation from 
all angles and realizes that 1920 was 
only one year out of many, so it is 
up to him as an individual to boost 
and do his part to pull or push 1921 
into the column of good and pros- 
perous years. This he is doing by 
spending his money in a conserva- 
tive manner with the dealers, who 
are in turn replenishing their greatly 
depleted stocks from the jobber. 
And what is the wise jobber doing, 
just passing it on to the manufac- 
turer in the same conservative way, 
and the manufacturer is manufac- 
turing and selling in a sane and 
normal manner. 


A Prescription for Prosperity 
To be prosperous one must-think, 


talk and look prosperous—he must 
at all times have common horse sense, 
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and apply it to the analyzing of gen- 
eral business conditions. 

A “gloom” will never inspire con- 
fidence in anyone. It would be just 
as sensible to try and dig the Pan- 
ama Canal with a garden spade as 
to send a “calamity howler” out to 
sell merchandise. 

There is only one way to get con; 
ditions back to a normal prosperous 
basis, that is, work—hard work— 
co-operative work by everybody con- 
cerned—farmer, laborer, dealer, job- 
ber and manufacturer. The majority 
of the thinking people in this coun- 
try are optimists—they see the con- 
ditions as they really are and are 
backing their judgment by their 
brains, efforts and money. Noah 
was an optimist—he had faith and 
backed that faith to the limit by 
building his Ark, which carried him 
through the greatest calamity this 
world has ever known. 

We are through our deluge—the 
sun is shining, and the world is ours 
again if we only have the courage to 
go out and fight for it. 

The bottom has been reached in 
prices on most lines of merchandise 
—the dealers and jobbers who are 
waiting for lower prices may be sadly 
left at the post. Buying has begun 
—sane and careful buying. 

Many manufacturers are guaran- 
teeing their prices against decline 
for six to twelve months. They have 
confidence and faith in their mer- 
chandise and are passing that faith 
on to the jobber and dealer in the 
form of a price guarantee. 

What is faith? Optimism, that’s 
all. How did I get orders for twenty 
carloads of new merchandise? “I'll 
tell the world” it was not by singing 
a funeral dirge or preaching hard 
times. I sold them because I believed 
in the merchandise—I knew it was 
right, both in price and quality. So 
sure was I on that point that I passed 
my faith on to the jobbers. The re- 
sult was orders for twenty carloads 
—not a dating or special terms on 
a single order—every one taken at 
regular terms, 2 per cent ten days, 
30 days net—and, the Pessimist said 
it couldn’t be done—that I wouldn't 
make my expenses on this trip. I did 
—and I am not boasting—there are 
still millions of dollars’ worth of or- 
ders to be had on all lines; but, be- 
lieye me, you have got to go get them 

(Continued on page 65) 
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| Selling Paint in the Big Town Store 


Mr. Lemperly Told About the Small Town in a Recent 
Issue and Now He Tells Us What Happened in 
Minneapolis at the Big Warner Hardware Co. Store 


TRIP to Minneapolis is never 
A complete without looking up 

- Leon C. Warner, president of 
the Warner Hardware Co., a fine, 
prosperous store right downtown— 
one of the most impressive you could 
find anywhere. Then, of course, Mr. 
Warner is more than just a “hard- 
ware man.” He’s a business man, 
and a big man about town. Recently 


By C. M. LEMPERLY 


does not very often, he has the book. 

But let him tell you something 
about his experience with handling 
paint. Some merchants are wonder- 
ing if it pays, but not Warner, he 
knows: 

“Our paint department is, we be- 
lieve, peculiar unto itself as a paint 
department might generally be con- 
sidered. 


Their average purchase. . .0.92 cents 
Total charge customers.......9,994 
Their average purchase.. . $4.84 
Total customers 
Returns and allowances. . 
Rate of turnover on bases of 
total purchases divided by 
average inventory.....8.738 times 
“This is by all means the best 
showing we have ever made. The 


. $1,536 
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This is almost a model for a paint department. 


he was elected to the presidency of 
the Minneapolis Athletic Club, an 
honor that came to him largely as a 
result of his previous record on the 
house committee and partly because 
of his all-around efficiency and good 
fellowship. He knows how and 
doesn’t spare himself. 

Warner is a fiend for figures. He 
keeps a little black book that always 
tells him where he stands on every- 
thing. That’s one of the secrets as to 
how he knows and what he knows— 
he always has the information with 
him. If his memory fails, which it 


“To begin with, it represents less 
than 8 per cent of our total business. 
It is satisfactory to such a degree 
that we wish the entire business 
could be done on the same basis, and 
which we admit at once is so good 
we cannot hope to attain that end. 

“Facts on our 1920 report are as 
follows: 

Gross profit to sales. .31.66 per cent 
Net profit to sales..... 8.95 per cent 
Cash sales to total department 
41.88 per cent 
Charge sales to same. .58.12 per cent 
Total cash customers.........37,888 
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It’s from Warner’s, Minneapolis 


last figure on same basis for previ- 
ous years runs: 

oy eee 4.93 

(Sarre 4.49 

1} |) See 

“In past years we have prepared 

figures of sales divided by inventory 
which is generally considered not 
correct, to indicate our turnover, 
which is as follows: 
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“Considering the above figures, 
bear in mind that our paint business 
is practically all counter business 
and we have little contractor trade. 


Helped by Manufacturer 


“We handle a nationally advertised 
line of paints and varnishes, and be- 
lieve in handling one line. The man- 
ufacturer maintains a local ware- 
house which co-operates with us 
splendidly. One line makes just one 
account. It avoids duplication of 
stocks. It releases capital and makes 
turnover possible. We have a line 
that appeals to the counter trade. 
We have worked on this basis for 
years, have proven it profitable— 
more profitable, investment consid- 
ered, than any department in our 
store. 

“We believe the big city merchants 
should select a line that the con- 
sumer wants and will call for; that 
the consumer will accept when the 
merchant proposes it because of the 
advertising impression in his or her 
mind; that will bring repeat busi- 
ness because of its quality; that will 
bring you tie-up helps from the man- 
ufacturer; that will bring you re- 
sale helps and sales ideas. 

“The hardware merchant will find 
as we have done that a line like this 
will bring turnovers. You may make 
more money per sale on some other 
less known line. But what dues that 
matter in comparison to the number 
and frequency of sales possible with 
the nationally advertised line? 

“It’s the old story of the Ingersoll 
watch. I might only make 10 cents 
each, just to name a figure. I might 
make $3 each on an ‘L. C. Warner’ 
watch. I might sell in a month 100 
Ingersolls, profit $10. And in the 
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same month, 2 Warners, profit $6. 
In addition to the great turnover on 
Ingersolls, think of the customers I 
brought in and handled, with a 
chance of interesting them on other 
merchandise. It’s just plain mathe- 
matical turnover. 

“Paint may be paint to lots of 
folks, but we handle a line that’s 
trade-marked and advertised, and 
you will note from the figures I have 
given you we do some little paint 














Leon C. Warner 


business and wait on some few paint 
customers. The beauty of it is, they 
come back for more of the same kind, 
and we keep ’em coming. That’s the 
secret of salesmanship and merchan- 
dising.” 


In Justice to Independent Steel Companies 


In connection with a table of current 
values, published in the February 10th 
issue of HARDWARE AGE there appeared 
a note calling attention to two sets of 
markets, in which the following state- 
ment was made: 

“These two markets were caused 
by the Steel Corporation maintain- 
ing what they considered fair mar- 
ket prices (adopted March, 1919), 
while the independents’ product was 
being marketed at fabulous premium 
prices, limited only by the emergency 
demand of the buyer; the supply be- 
ing far short of the demand.” 

We are in receipt of a letter from 
a leading independent, referring to 
this statement and contending that it 
is unjust to a number of independent 
companies. We quote from the letter, 
as follows: 

“For your information permit us 
to say that regular independent 
prices were not at any time, or in 


any sense ‘premium’ prices. They 
were based solely on the tremen- 
dous advance in costs due to the ex- 
cessive price of fuel, as well as 
other conditions with which every 
manufacturer is familiar. In a 
number of these particulars the 
Steel Corporation did not suffer as 
did its independent competitors, and 
its profits were probably equal to, if 
not greater, under these circum- 
stances, than were those of such in- 
dependent companies as consistently 
refused bonus prices during 1920.” 
“So far as ‘premium’ prices, lim- 
ited only by the emergency demand 
of the buyer, are concerned, this 
company, at least, did not sell its 
product on this basis. Not a dollar 
of so-called bonus was accepted by 
it, although such premiums were 
freely offered, and we were con- 
stantly urged to accept them. Ev- 
ery ton of material produced by us 
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during this period was shipped to 

our customers at our regular 

prices.” 

We agree with the contention of 
this company that the statement should 
have been qualified, instead of being 
made to include all independent com- 
panies. 


The Hardware Outlook in 
Pittsburgh 


Recently, a representative of Harp- 
WARE AGE asked W. W. Jacobs, secre- 
tary and treasurer of the American 
Hardware & Supply Co., Terminal 
Building, Pittsburgh, for his views on 
present conditions, and also what he 
thought of the hardware trade outlook. 
Mr. Jacobs is a “rank optimist,” and 
the splendid business his company is 
doing is a reflection of the views of 
Mr. Jacobs, and in fact every employee 
of the concern. When one enters the 
offices and warehouses of this company, 
there is an air of good business, and an 
activity in every department that bears 
out Mr. Jacobs’ statement that “busi- 
ness with us is fine,” Mr. Jacobs ex- 
pressed his views to our representative 
as follows: 

“You have asked us to give you some 
information concerning business condi- 
tions in connection with our company, 
and we are glad to say we do not know 
of a time when we could reply more 
cheerfully to a request of this nature. 

“Our business friends surrounding 
us seem to be deeply drenched with 
gloom, while in our particular case the 
month of March has just set a new high 
record for us in volume of sales. Up 
to this time March of 1920 was our 
banner month, but those figures have 
now been exceeded by a very comfort- 
able margin. This is very gratifying 
to us as it actually represents a sale of 
at least twenty per cent more merchan- 
dise than our former high record. 

“We are most optimistic for the fu- 
ture, as we have plans under way 
which we anticipate will increase our 
volume of distribution very materially. 
For the past three years we have made 
absolutely no effort to secure addi- 
tional stockholders but have recently 
accepted a number of applications 
which came to us more or less unsolic- 
ited and represent some of the very 
best merchants in the hardware trade. 

“We have also arranged for a con- 
siderable increase in our capital, which 
will give us an opportunity to carry a 
heavier and more diversified stock of 
merchandise, thereby rendering better 
service to our trade than we have ever 
done in the past. 

“We have contracted for additional 
warehouse space for occupancy May 
1, 1921, and expect to have this space 
filled with little or no delay.” 


After thirty years at 57 West Lake 
Street, Chicago, the Hero Furnace Co. 
has moved into its new plant at Syca- 
more, Ill. The new factory is complete 
in every detail from the foundry to the 
paint shop and is equipped with mod- 
ern machinery. 
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IMPORTANT MEN AT 
METRO MEETING 


Several prominent and_ influential 
members of the national, State and 
local hardware associations attended 
a special executive meeting of the 
Metropolitan Hardware Association, 
held at the Hardware Club, 253 Broad- 
way, New York, April 22, to consider 
ways and means of making effective 
the resolution passed by the New York 
State Retail Hardware Association at 
its last convention at Rochester, which 
urged jobbers to supply the New York 
State dealers with a price information 
system. 

Among those who attended the ex- 
ecutive session were Matthias Ludlow, 
president National Retail Hardware 
Association; Jay Brackett, president, 
R. J. Atkinson, second vice-president, 
and John B. Foley, secretary, respec- 
tively, of the New York State Retail 
Hardware Association; Sharon E. 
Jones, secretary Pennsylvania and At- 
lantic Seaboard Hardware Association; 
A. M. Bedford, president Metropolitan 
Hardware Association; Arthur Shimell, 
president, and C. H. Tilson, secretary, 
Manhattan and Bronx Association; H. 
R, L. Rohlfs, president Brooklyn Asso- 
ciation; Roger I. Capen, president, and 
J. H. Kruger, secretary, Westchester 
County Association; W. F. Littell, Jr., 
secretary Metropolitan and North Jer- 
sey Associations; H. A. Cornell, di- 
rector Brooklyn Association; C. A. 
Bruhns, ex-president Manhattan and 
Bronx Association; E. R. Masback, 
New York jobber, and others. 


Watch Your Five Dollar Bills 


A new counterfeit Federal Reserve 
note of the denomination of $5 has 
found its way into circulation. Treas- 
ury circular letter 465 gives the details 
as follows: 

On the Federal Reserve Bank of At- 
lanta, Ga., check letter “A,” face plate 
96; Carter Glass, Secretary of the 
Treasury; John Burke, Treasurer of the 
United States; portrait of Lincoln. 

This counterfeit is printed from poor- 
ly etched plates on a single piece of fair 
quality paper, with very few ink lines 
to imitate the silk fiber. The portrait 
of Lincoln is particularly poor and is 
so merged into the background as to 
make it difficult to distinguish the out- 
lines. The number of the specimen at 
hand is F13490513A. The figures are 
black instead of blue, as they are in the 
genuine. 


At Atlantic City 


The Annual Spring Convention of 
the American Hardware Manufactur- 
ers’ Association and the Southern 
Hardware Jobbers’ Association will be 
held May 11, 12 and 18, 1921, at At- 
lantic City, N. J. 

Joint sessions of both organizations 
are planned as are also separate execu- 
tive sessions for the associations. 

Several prominent manufacturers 
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will give addresses on timely subjects. 
Though the programme as drawn up is 
only tentative the convention bids fair 
to be of great interest. 


The Panhandle Convention 


The Convention of the Panhandle 
Hardware and Implement Association 
will be held at Amarillo, Tex., on May 
9 and 10. A very interesting and in- 
structive program has been planned and 
attending members are assured of a 
good time. 

At each business session the associa- 
tion plans to have an open forum ques- 
tion box at which time members will 
discuss freely pertinent topics of the 
day. Much helpful information will 
probably be gained in this way. 


New Position for Bechtel 


John A. Bechtel has been appointed 
purchasing agent of the Pittsburgh 
Plate Glass Co., Pittsburgh, succeeding 
the late John A. Cargill. Mr. Bechtel 
has been with this company more than 
twenty-five years, having lately been 
superintendent of Works No. 2 at Tar- 
entum, Pa. He is well and favorably 
known in the plate glass trade all over 
the country, and is receiving the con- 
gratulations of his friends on his well 
merited promotion. 

Joseph G. Deericks, general manager 
of sales of the Pittsburgh Steel Co., 
Union Arcade, Pittsburgh, and who has 
a legion of friends all over the country, 
is receiving congratulations on the oc- 
casion of his marriage, which took 
place recently in Pittsburgh. The 
happy couple are spending their honey- 
moon in the Valley of Vapors, being 
registered at the Homestead Hotel, Hot 
Springs, Ark. 
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To Investigate “Open Price 
Association” 


President Harding in his first mes- 
sage to Congress uttered a peculiarly 
significant statement which, considered 
in connection with the recent report of 
the Federal Trade Commission, asumes 
the importance of a solemn warning. 

The Federal Trade Commission, the 
President said, “attributes, in the main, 
the failure to adjust consumers’ cost to 
basic production costs to the exchange 
of information by ‘open price associa- 
tions’ which operate to the very great 
advantage of their members and equal 
disadvantage to the consuming public.” 

Mr. Harding followed this declaration 
with a suggestion that “some suitable 
inquiry by Congress might speed the 
price readjustment to normal relation- 
ship, with helpfulness to both producer 
and consumer.” 

Resolutions asking for an inquiry 
into the activities of so-called “open 
price associations” are expected to be 
introduced into Congress as early as 
possible. 

Among the associations that will be 
asked to explain their so-called sys- 
tems of open prices are the following, 
whose officers, if the inquiry is author- 
ized, will be asked to testify: 

The National Implement Association, 
the American Meat Packers’ Associa- 
tion, the Wholesale Coal Dealers’ Asso- 
ciation, the National Petroleum 
Association, the National Lumber As- 
sociation, the American Beet Sugar 
Association, the National Water Power 
Association, the National Coal Associa- 
tion, the American Cane Sugar Asso- 
ciation, the United States Sugar Man- 
ufacturers’ Association, the Hardware 
Manufacturers’ Association, and many 
others. 


What the First Railroad Looked Like 
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When this railroad was invented, 
1831 it never occurred to the directors 
to raise the rates. Baggage was 
never damaged or lost and the cost of 


coal was not a source of worriment. 
The conductors were even polite. 
But this was 1831. This “model” rail- 
road is in Smithsonian Institute. 








Making Commuters Miss Their Trains 











The Alluring Seed Displays ‘That Catch the Eye 
of the Suburbanites of Boston—How the Hardware 
Business Was Built up for Mackay-Newcomb Co. 


OW can I get the fellow with 
money into my store? That 
question probably is mentally 

considered by retail merchants more 
often than any other. It is easy 
enough to locate. The merchant who 
claims he can sell goods provided he 
has a prospective customer he can 
work on, but not so easy to find a re- 
tail merchant who can justly.claim 
he has no difficulty in gettin® ’em 
in. ‘oa 

Innumerable schemes have been 
trjed out to get the desired results. 

Mayof these schemes have proven 
successful, but--‘more have not. 
Frank L. Neweomb and Gurden B. 
Mackay, president, and treasurer, re- 


spectively, Mackay-Newcomb Co., 
Boston, retail hardware, have had 
remarkable success getting people 
into their store. The simplicity of 
their methods makes their success 
all the more remarkable. They claim 
they do more business on their 400 
sq. ft. floorspace than any other re- 
tail hardware store of equal size in 
Boston. 

These men were brought up in the 
retail hardware business by the J. B. 
Hunter Co., Boston. About four 
years ago they made a break, leas- 
ing a store at the corner of High and 
Federal Streets, and began business 
for themselves. Federal Street is 
one of the arteries ‘through which 
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life flows from the heart ef Boston 
to the South Station. The average 
man and woman passing this store 
between 8 and 10 o’clock in the 
morning and 4 and 6 o’clock in the 
afternoon is “making” some train. 
Newcomb and Mackay at once re- 
alized that to get the man to miss 
his train by coming into the store, 
or to make him remember that on 
his way’ in town the next morning 
or on his way home the next night 
he must stop in this hardware store 
to make a certain purchase, neces- 
sarily must require some pull. 


Appealing to Commuters 


Human beings love nature, and 
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nature is simple. The store man- 
agement therefore decided to work 
along simple lines.’°'The store has 
two windows on Federal Street, each 
approximately 6 ft. long. These 
windows are devoted exclusively to 
simple things that people want to 
buy, and not to things that people 
want to look at. But other stores 
have tried this method of window 
dressing and not always with re- 
sults. The two partners therefore 
decided to always prominently dis- 
play a large number of small things 
—washers, rubber chair tips, cup 
hooks, and the like—things that peo- 
ple always want to buy. To be sure 
there is little money in the sale of 
such hardware, but the main idea 
was to get ’em in. 

Between the window plate glass 
and the flooring were fitted two re- 
movable oak boxes 72-in. long, each 
containing eighteen 4 x 4-in. com- 
partments. The boxes were cov- 
ered with a thin varnish. The top 
of the boxes came flush with the 
window flooring. Each compart- 
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ment is provided with a tilted bot- 
tom, which permits easy extraction 
of contents when a change in win- 
dow display is desired. It is easy 
to remove the set of eighteen com- 
partments for dusting and varnish- 
ing purposes. 

Thirty-six different kinds of 
small things people want to buy us- 
ually are displayed in the thirty-six 
compartments. Within a week af- 
ter these box displays were put in 
the windows it was necessary to 
move a lot of stock from the top to 
the bottom shelves inside the store. 
Within a month people passing the 
store, on the strength of these box 
displays, had acquired the habit of 
dropping into the store, and gross 
sales of the Mackay-Newcomb Co. 
materially increased. 

Last year the company’s seed sales 
were double those of 1919. In 
March, 1921, it sold more seeds than 
it did in April, 1920. That accom- 
plishment was partly due to the 
early season, but also to the display 
of seeds in the 4 x 4-in. box com- 
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partments in the windows. Confi- 
dent of the drawing ability of these 
boxes, the company is out for a new 
high record seed business this sea- 
son, 


Everything Guaranteed 


The seeds, like everything else 
carried in stock by this store, are 
guaranteed. The guarantee in this 
instance, however, is that the seeds 
are fresh and not old stock. Eight- 
een different kinds are displayed, 
each properly labeled, not in fancy 
letters, but in characters usually 
found in the commonplaced garden 
plot, and the price per half-pint, pint 
and quart for each variety identified 
clearly. These are the bulk seeds. 
Package seed are displayed else- 
where in the window. 

Inside the store, immediately at 
the right of the door, will be found 
small bins containing bulk seeds, 
also stands and boxes holding pack- 
age seeds, together with onion sets, 
seed potatoes, grass and lawn seeds, 


(Continued on page 88) 














This is a window that commuters will enjoy. Mackay-Newcomb Co., Boston, used it effectively 
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JUST WHAT WE TRY 
TO DO 
Easton, Pa., 
April 12, 1921. 
Editor, HARDWARE AGE, 
New York, N. Y. 
Dear Sir: 

We are sending you enclosed a 
copy of our pamphlet, the like of 
which we publish two or three times 
a year. The most valuable HaArp- 
WARE AGE gave us the “inspiration” 
for this particular issue, and for that 
reason would greatly value your 
opinion, approval or disapproval of 
its contents. We are rather proud 
of the service we are in a position 
to render, particularly on stove re- 
pairs, and do not hesitate to say that 
it is worth, to us, many times what 
it costs us in time and money, in 
making this service possible. 

It may interest you to know that 
HARDWARE AGE is not in our store 
two minutes before some of us have 
it opened, and are looking for the 
“something new” which it always 
contains. I hope that this will not 
sound like “soft soap” to you, but 
we positively get more good ideas 
.from your HARDWARE AGE editorials, 
window trims and selling talks than 
from any other magazine, pamphlet 
or newspaper we have ever seen. In 
telling you this, I am expressing the 
sentiments of every man connected 
with this firm, and as assistant man- 
ager, I want to say that HARDWARE 
AGE has done a lot for me. 

Trusting that you will like our 
pamphlet, Service, and that you will 
keep up your good work in HArp- 
WARE AGE, 

Respectfully yours, 
Wilson Stove & Mfg. Co., 
Per L. E. ARMSTRONG. 


LIKE THE WASHINGTON 
LETTER 

SYRACUSE, N. Y., April 9, 1921. 
Mr. W. L. CROUNSE, 

Washington, D. C. 

DEAR SIR: 

At the recent convention of this 
association held at Rochester, N. Y., 
the following resolution, introduced 
by W. J. Hoyt of Wellsville, N. Y., 
was unanimously carried: 

“Resolved, That a vote of thanks 
be extended to our correspondent, W. 
L. Crounse, in Washington, for the 
terse, comprehensive and caustic re- 
ports given through the HARDWARE 
AGE each week.” 

I am forwarding to you the action 
of the convention in the belief that 
while there is much satisfaction to 
the worker in his own knowledge 
that his task is well done, it is quite 
a tonic to be told by others who wit- 
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ness or read another’s efforts, that 
they, too, appreciate his work. 

It is quite a pleasure, therefore, 
to tell you that in New York State 
you have appreciative readers who 
believe that the time to tell a man 
“well done” is while the fellow can 
read or hear such praise as he moves 
about his daily assignment. 

With best wishes for your con- 
tinued success. 

Sincerely yours, 
(Signed) JOHN B. FOLEY, 
Secretary. 
N. Y. State Retail Hardware Ass’n. 


THANK YOU, MR. STEDDOM 
Oskaloosa, Iowa, 
April 17, 1921. 
Editor, HARDWARE AGE, 
New York City. 
Dear Sir: 

Will you please mark the article 
“Sizing Up To-day’s Market,” by E. 
D. Eddy on page 105 of April 14 issue 
of HARDWARE AGE, and mail to F. D. 
Snavely Co., Wellman, Iowa. 

To Mr. Eddy and yourself I extend 
the personal thanks of a salesman 
who appreciates this article. 

Yours very truly, 
W. F. STEDDOM. 


WHAT HAMP WILLIAMS 
SAYS 
Hot Springs, Ark., 
April 11, 1921. 
Editor, HARDWARE AGE, 
New York City. 
Dear Sir: 

The comparative prices appearing 
in your issue of the 7th inst. is one 
of the best things I have seen. 

I took from it every item that 
showed a decline from last year’s 
prices, had my stenographer to make 
a complete list and gave it to my 
salesman, and we agreed that we 
should keep this list continually be- 
fore us and give our customers the 
benefit of the decline that they may 
know and understand that we are 
following the market down the same 
as we followed it up when prices 
were going higher. 

I hope that you continue publish- 
ing these comparative prices from 
week to week, or as often as you 
deem proper. This:is information 
that every retailer needs, and as for 
my part you can’t give it to me too 
often or too much. 

Yours truly, 
HAMP WILLIAMS. 


The directors of the India Tire & 
Rubber Co., Akron, Ohio, have declared 
a quarterly dividend of 1% per cent on 
its preferred stock and 2 per cent on its 
common stock, payable April 1, 1921. 
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WE FEEL: REPAID 


Richland Center, Wis., 
April 4, 1921. 
Editor, HARDWARE AGE, 
New York City. 
Dear Sir: 

I am enclosing clipping which may 
be of interest to you. We are doing 
a $200,000 business, and are indebted 
to the old Iron Age and HARDWARE 
AGE for much of our success. 

I can remember when a very small 
boy that father never failed to bring 
home the Iron Age for his Sunday 
reading, and I am equally as devoted 
to the HARDWARE AGE. 

Yours truly, 
O. B. JAMEs. 


IT’S A REGULAR 
EDUCATION 


Editor HARDWARE AGE, 

N.. Y. ‘City. 

DEAR SIR: 

This morning I received a letter 
from a senior student in the School 
of Commerce, connected with the 
University of Wisconsin, requesting 
my assistance in giving him material 
on the subject of the different types 
of advertising used by retail hard- 
ware stores; he is writing a thesis 
on this subject. 

Without going into this subject in 
considerable detail, I could not think 
of any better source of material for 
him than in the current issues of 
HARDWARE AGE, and I am to-day 
writing him accordingly. These ar- 
ticles, collected from actual experi- 
ence of hardware dealers, should 
prove an open book to this young 
man, in working out this thesis, and 
I thought you might like to know of 
my making this reference to your 
publication. 

Very truly yours, 
ARTHUR H. VAN VORIS. 


D. G. James Retires 


D. G. James, hardware dealer in 
Richland Center, Wis., has retired from 
active part in the business that bears 
his name. The duties of proprietor 
have been turned over to his son, O. B. 
James. 

The elder Mr. James has been in the 
hardware business since 1866 and has 
been in business for himself since 1881. 
He now plans to take an extended vaca- 
tion. 


The New England Iron and Hard- 


ware Association will hold its next 
meeting and dinner at Young’s Hotel, 
Boston, Wednesday evening, April 27. 
Capt. Daniel A. Mackay, Boston, will be 
the guest of the evening and will talk 
on Riding the Plains with the Royal 
Northwest Mounted Police. 





April 28, 1921 


Mr. Sutherland Retires from 
Splitdorf Co. 


R. W. Sutherland, vice-president and 
general manager of the Splitdorf Elec- 
trical Co., Newark, N. J., has tendered 
his resignation as an officer and di- 
rector of the company. He also re- 
signs as president of the company’s 
Illinois, New York and Toronto divi- 
sions. 

Mr. Sutherland has been with the 
company since 1912, when the Alvord 
interests assumed control. At that 
time he was sent to the Pacific Coast 
to organize the business there. During 
the war he went to Europe to care 
for the business being done with this 
and allied governments. Upon his re- 
turn in 1917 he was put in charge of 
all branches, and in 1918 became direc- 
tor. A year later he was secretary 
and in 1919 he was made general man- 
ager. In 1920 he became first vice- 
president. 

For the present, Mr. Sutherland 
plans to take a well deserved rest, but 
will probably return to the automotive 
field by the first of next year. 


The Grandmother’s Funeral 
(Continued from page 51) 


and that is “the goods are the 
thing.” Metropolitan department 
stores have abandoned the freak 
window entirely and now use all 
their valuable space to the showing 
of merchandise. Tasty backgrounds 
and neat arrangement of merchan- 


dise are relied on to catch the eye 


and such windows sell far more 
goods, usually, than the ingenious 
and novel display. .“Trick windows 
are attention-getters but they do not 
sell goods like a window that is 
strong on merchandise and price 
tickets,” says one authority. 

Keep your sporting goods depart- 
ment to the fore during the coming 
months. Keep it to the fore in the 
sense that it is at the front of the 
store where the man can easily reach 
it and keep it to the fore by having 
a sporting goods window of some 
kind all summer and mention it of- 
ten in your advertising. 

Summer time is playtime and it is 
pay time for the sporting goods re- 
tailer. 


Turning Optimism to Orders 
(Continued from page 58) 


—the bait to use is honest merchan- 
dise, backed by an honest sales policy 
and a confident “Optimistic Smile” 
that won’t come off. Sell yourself 
all over on your own line of mer- 
chandise—get it down to brass tacks 
—have faith and confidence in it— 
pass that on to your trade—hustle, 
and your results will surprise you. 
Believe me, I am going back again 
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into the territory more optimistic 
than ever. I’ll sell more goods the 
next trip than on the trip and terri- 
tory just covered. 

I am thankful for my faith and 
optimism. Also I hate a pessimist. 


A Mighty Monument 
(Continued from page 55) 


Mr. Watt champions the idea of 
the hardware store getting new 
business with new departments. He 
has never opposed stocking addi- 
tional lines, if they seemed suited to 
a hardware store and had selling 
possibilities. Rope, nails, enameled 
ware, sure! But sporting goods, 
automobile accessories, fireless cook- 
ers, dish-washing machines, etc., are 
a part and parcel of the hardware 
store that is keeping up with the 
procession. 


Full Time to Advertising 


Others who seek new business will 
be interested in the Smith & Win- 
chester conception of advertising. 
The store employs a display man, C. 
B. McKee, who gives his full time to 
store and window displays and the 
company’s advertising, which is 
largely newspaper advertising. Jack- 
son has two daily papers and not 
less than twice each week in each 
paper it carries a large display ad- 
vertisement. That makes four pieces 


The “Bike” Our 
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of conspicuous newspaper copy each 
week. The concern has used full 
pages. It rarely éver employs a 
small space. It has sold as many as 
225 of one item, specially priced, 
through newspaper advertising. 

Another way not to keep up with 
the moving procession of retailing is 
not to advertise aggressively. 

“Each new day brings new oppor- 
tunities and new openings to the 
hardware store,” Mr. Watt told 
HARDWARE AGE. “Watching a com- 
munity gives the merchant leads on 
what the community wants and will 
buy. At one time, it would have 
been foolish for us to have operated 
a mill supply department. Now we 
devote one entire room to it and em- 
ploy several people in mill supplies 
alone.” 


Catering to Women 


Another factor which has changed 
the little Smith & Winchester store 
to the big Smith & Winchester store 
is its attentiveness to the wants of 
the women. With Mrs. F. Herrick 
at its head, the concern boasts one of 
the best homefurnishings depart- 
ment in the middle west. More 
about that department later. But 
the general story of growth would be 
sadly lacking if it failed to mention 
that Smith & Winchester go after 
and keep after the woman patronage 
in a mighty big manner. 


President Rode 














Twenty years ago our new chief ex- 
ecutive rode the bicycle shown here. 
He was then and still is editor of the 
city daily at Marion, Ohio. 

This photo was taken in Chicago, by 
HARDWARE AGE, at the recent national 


bicycle and accessory show. 

Turning from politics to business, 
hardware dealers sell bicycles and 
soon will be taking the stock out of 
stocage and giving it a good spot in 
the store. 





Building Booms to Beat Bolshevism 











Every Contented Workman Means a Potential Cus- 
tomer for Your Store—Builders Hardware the Step- 
ping Stone for Selling All Kinds of Modern Hardware 


EASLES are only a trifle 
M. more contagious than a 

building boom. Construc- 
tion work is actually catching. A 
real start in overcoming the housing 
shortage, in a community, is but the 
beginning of an epidemic of build- 
ing. 

Do you doubt that all that’s need- 
' ed to restore normal building in any 
city or town is a good start? If 
you do, consider Carlinville. 

In this attractive little Illinois city 
of five thousand residents, the only 
“song of the hammer” heard in 1914 
to 1919 was the knocker’s hammer. 
Saws were used about as much as 
a cannibal uses a finger-bowl and 
the carpenter’s level was as idle as a 
southern darky on a holiday. 

Then the spell was broken. Ever 
since, Carlinville has grown homes 
with mushroom-like rapidity. It 
needed a jar to get things started, 
but once started the building fever 
has never been broken. 

The beginning was a big one. The 
Standard Oil Co. faced the alterna- 
tive of closing its mines at Carlin- 
ville, or providing living quarters 
for its workers. It undertook the 
erection of 157 homes, which would 
provide the best living quarters for 
miners in the world. To-day, Car- 
linville has caught the building idea 
and individuals and firms are com- 
pelled to import workers to keep up 
with the extensive plans. 

This project of 157 modern homes 


is a fascinating one. Imagine in 
your town that number of new, 
bright, attractive castles for your 
citizens! Picture them as complete, 
charming living places for several 
hundred substantial residents! All 
in one group, but with no two houses 
alike next to each other or facing 
each other, this section of Carlinville 
is as engaging as if some good, great 
fairy had waved her magic wand 
over unsightly, unused lots and had 
brought forth, like flowers, many 
beautiful homes. 


Making a New City 


An investment of $600,000 was 
planned. The houses are five and 
six room dwellings, complete to the 
last detail, with modern fixtures, 
bath, fireplace, furnace, etc. Street 
improvements and lot grading were 
included. To-day, instead of ugly 
waste land, Carlinville has a new 
and wonderful residential section. 
To-day instead of a floating, quarrel- 
ing, dissatisfied element Carlinville 
enjoys the peace and prosperity of 
permanent, home-making workers. 

“Our business has reflected the 
importance of this splendid achieve- 
ment in a most unmistakable way,” 
said C. T. Woodward of Woodward 
& Walton, wide-awake Carlinville 
hardware __ dealers. “Forgetting 
about the material we sold to go into 
the erection of those homes, no one 
thing has added more to our busi- 
ness than this building accomplish- 
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ment. We have 157 mere prospects 
for electric washers, that number of 
new possibilities for vacuum clean- 
ers, a like number of new purchasers 
of aluminum ware and just that 
many more customers for practicalls 
everything we sell.” 

Home-making is the key to com- 
munity progress. New homes mean 
new rugs, new kitchen equipment, 
new table lamps, new books, new 
curtains, new linoleum, new brooms 
—new everything. One sure way to 
make new business for the stores of 
this town or that town is to make 
new homes to use the things that 
stores sell. 

But the “milk in the cocoanut” in 
Carlinville’s building story is the 
fact that this big effort has “broken 
the ice’ and paved the way to a gen- 
eral resumption of normal construc- 
tion work. Others have seen that 
homes are a good investment. Skep- 
tical folks, with money, have been 
convinced they can use their means 
advantageously in using vacant lots 
and selling improved real estate. 
Yesterday’s “no building” has been 
changed to to-day’s “building boom.” 
Others have followed the example of 
the larger corporation and provided 
homes for workers. Individuals 
have seen the possibilities and added 
wealth and business to the commu- 
nity by erecting homes. 

We rode around that fine little 
city and saw here, there and every- 
where construction activity. Here 
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was a section in which five homes 
are going up. There was another 
where several times that number 
had been recently built. Over yon- 
der an individual had lost his fear 
and was building a home, because he 
had seen the other fellow do it. 
Nearby, another was building two 
homes to sell. All that was needed 
was the start. The epidemic is 
spreading. Carlinville merchants 
say the industrial awakening of the 
city dates from the breaking of the 
no-building lethargy. 


Any Town Is Just the Same 

And Carlinville is not different. 
Like history has been written about 
other towns, can be written about 
any town, should be recorded con- 
cerning all towns. 

Once break down the fear and ap- 
athy which has struck at the vitals 
of our civic advancement and paral- 
yzed building and normal, rightful, 
healthy progress follows. 

Jackson, Mich., was gripped, vise- 
like, by a suspension of building. 
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start was made and general building 
followed. 

Jackson refused to hamper itself 
by the affliction of no-building. Af- 
ter the break made by the co-oper- 
ative movement, normal activity fol- 
lowed. “It has been one of the big- 
gest things the town has ever done,” 
said C. J. Watt, manager of the 
Smith & Winchester Hardware Co. 
“The good work continues. Our 
city is almost abreast of its building 
needs. And it all goes back to get- 
ting the thing started. The rest 
just naturally follows.” 

Kalamazoo has “gone and done 
likewise.” The difficulty was get- 
ting building begun. Once started 
it has never stopped. 

“If I were a hardware man in a 
community in which building devel- 
opment is arrested, or dead—and 
that’s just what it is in most com- 
munities—I wouldn’t rest until I got 
something started,” said G. B. 
Churchill, Churchill Hardware Co., 
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join the sales force of the Macartney- 
Somes Milking Machine Co., Bloomfield, 
N. J. He will work in the New Eng- 
land territory. 


The Detroit branch office of the Black 
& Decker Mfg. Co., Baltimore, Md., has 
been moved from 19 Selden Avenue to 
27 Watson Street, and will be in charge 
of C. G. Odell. 


The New York office of the Black & 
Decker Mfg. Co., Baltimore, Md., has 
moved from 141 Broadway to the 
Printing Crafts Building, Eighth Ave- 
nue and Thirty-third Street. A service 
station has been established for jobbers 
in this territory and will be in charge 
of an expert factory trained mechanic. 


As a means of educating hard- 
ware retailers and jobbers of the talk- 
ing points of Wasau Ruff-Stuff sand- 
paper and emery products the Wausau 
Abrasives Co., Wausau, Wis., has pub- 


lished a little booklet called “Sandpaper 


Sales Tips.” According to the: title 


-leaf it is written by Chief Ruff-Stuff 


himself and although it is. particularly 
devoted to the description of manufac- 
turing this company’s products, it cov- 
ers in a géneral way the subject of 











These are the new Carlinville homes. In the foreground is C. T. Woodward of Woodward & Walton, hardware dealers 


immense war con- 
tracts with shops humming and 
stores thriving, the cloud of no 
homes for its citizens appeared. It 
was a cloud which presaged storm. 
Prompt action changed a dilemma to 
an asset. The Chamber of Com- 
merce organized a _ co-operative 
building corporation, sold stock in 
small amounts to merchants and 
manufacturers and _ proceeded _ to 
build homes in blocks of twenty-five. 
What happened? The contagion 
spread. Private enterprise saw the 
thing could be done, feasibly and 
profitably and it did likewise. The 


Prospered by 


Galesburg, Ill. “After it gets going 
it will keep itself going. Through 
the Chamber of Commerce, through 
the banks, someway start a building 
program. And then sit back and 
watch the thing go.” 

The best way to start a building 
boom is to start it. 

Countless benefits follow in 
wake, 


its 


TRADE NOTES 


Roy E. Sheldon, well known in dairy 
equipment circles, has resigned from 
the Empire Cream Separator Co. to 


sandpaper and emery products. 

On or about May 1, 1921, the Con- 
solidated Tool Works, Inc., will move 
its offices from 261 Broadway, New 
York, to 296 Broadway, where both the 
offices and warehouse will be under one 
roof. The change is made to facilitate 
the handling of the company’s business. 


The Hudson County Hardware Co., 
12 East Twenty-first Street, Bayonne, 
N. J., has been incorporated with a 
capital stock of $10,000 to conduct a 
wholesale business in belting and pack- 
ing, builders’ hardware, building paper, 
flashlights, garage hardware, heavy 
hardware, mechanics’ tools, paints, oils, 
varnishes, glass and shelf hardware. 








What Marconi Did for Hardware Stores 


Wireless Outfits Are Ready Sellers in the Stores 
of the Country and the Youths Are Fast Becoming 
Enthusiastic Operators— The Garver Hardware Co. 


66 A” GRUNDY’S famed pro- 

M nouncement that men 

would fly and distant voices 

would talk without the bar of space 

interferring has long since been an 
accepted fact. 

Wireless communication has come. 
Its wonderful possibilities have been 
more than hinted. It is one of the 
most practical, useful and economi- 
cal means of communication. Still 
in its infancy, it has taken a big 
place in navy, army and other fields 
and is now “breaking in” conspicu- 
ously in the commercial life of the 
world. 

Do we realize that thousands of 
young men who were in the signal 
service of our fighting forces are 
alertly interested in wireless outfits? 
The Garver Hardware Co., Des 
Moines, Iowa, realized it several 
months ago and added a small stock 
of reasonably priced wireless outfits. 
It has sold many of them—the fig- 
ures, some weeks ago, indicated a 
sale of about 25 outfits in a few 
months’ time, at prices ranging from 
around $25 to over $100. A nice 
little gross from a small display of 
pioneer merchandise, with an appeal 
to a necessarily limited field. 

Fred Kirschner, the young man in 
charge of the department, is a con- 
servative enthusiast, who impresses 
the possible buyer with the enjoy- 
ment he can have with a wireless out- 
fit, but who does not destroy faith in 
his selling talk by undue enthusiasm. 
He has an outfit rigged up, and 














Fred Kirschner in charge of Garver Co. wireless department 


shows how simply it works. He ex- 
plains how easily the apparatus is 
cared for, and then tells the looker 
something about the messages picked 
up from such distant points as Phil- 
adelphia, and how concerts given 
aboard ships are heard and dwells, 
for a moment, on the pleasure of 
communicating with other outfits in 
the community. By the time he has 
told his modest, but impressive story 
any young man craves a wireless 
outfit. And the prices are such that 
any young man can buy one. 
They Are Easily Sold 
Compared with the sale of bi- 
cycles, for instance, wireless outfits 














Here they are displayed at the Garver Hardware Co. 
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are sold as easily, bring in as good 
a profit, although the gross sale is 
sometimes smaller in dollars and 
possess the added advantage of ty- 
ing young men to the store. Young 
men are heavy users of sporting 
goods, fishing tackle, etc., and the 
Garver Hardware Co., wisely, have 
their display of wireless outfits near 
the sporting goods section. 

Chicago contemplates equipping 
each of its thousands of patrolmen 
with small receiving outfits to be 
carried concealed in their clothes so, 
wherever they may be they can, by 
wireless, receive the latest instruc- 
tions and information pertaining to 
their work. That is one of the new 
developments m wireless communi- 
cation and just an indication of how 
very big the market for such goods 
is going to be. 

C. T. Gadd, general manager of 
the Garver Co., looks with big vision 
on the possibility of sales of wireless 
equipment in hardware _ stores. 
While the business now is largely 
confined to the young men who be- 
came familiar with them while in 
the service, he realizes that broaden- 
ing use of such material is certain 
to follow. Mr. Gadd adds the im- 
portant advice that hardware stores 
should have such goods under the 
selling direction of someone who is 
familiar with their use. 

Hardware interests have blazed 
the way and made success with 
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many other electrical devices, such 
as washing machines, ironers, clean- 
ers, ete., and, it seems, there is just 
as possible an opportunity for them 
in the wireless field. Some authori- 
ties think that the sale of wireless 
equipment will, some day, be one of 
the most promiscuous and profitable 
in the entire electrical field. 

The initial investment is very 
reasonable. It is likely that every 
community has its quota of young 
men who learned something about 
wireless uses during the period of 
service in the defensive forces. 
These young men are, usually, not 
only willing but eager to buy such 
outfits. Oftentimes they are obliged 
to send away for them. The hard- 
ware man may be able to perform a 
service for his field and acquire new 
business through selling such elec- 
trical goods. 


Paul J. Driscoll has resigned as gen- 
eral manager of the Tacony Steel Co. 
and has become associated with the 
Niagara Metal Stamping Corp., Ni- 
agara Falls, N. Y. Mr. Driscoll will be 
located at Philadelphia, with offices 
also at New York. He will assume 
control of the distribution. , 


Curtailed Catalog 
Competition 


T. James Fernley, secretary-treasurer 
of The National Hardware Association 
of the United States, believes the retail 
hardware dealers of the country are 
now in a favorable position to compete 
with catalog houses. In a recent let- 
ter to members of his association he 
states a stimulating point of view. 

“During the past three or four years 
with costs rapidly advancing, the prices 
issued by the catalog houses have 
seemed low, particularly as the cata- 
logs were printed several months be- 
fore the issuance of new prices, and 
hence carried the same prices for many 
months after prices had advanced to 
the retailers. 

“The conditions are now reversed, and 
it appears as if the present is an op- 
portune time for the alert retailer to 
indicate to the consumer the fact that 
his prices are lower than those named 
by catalog houses. 

“The financial situation also makes 
it more desirable for the consumer, es- 
pecially the farmer, to trade with his 
local merchant, who is in a position to 
extend credit in addition to the usual 
saving in time of delivery and freight 
charges. 

“In view of these advantages, namely, 


the favorable price position of the re- 
tailer and the ability of the retailer to 
extend credit, and to other advantages, 
such as customers being able to inspect 
goods before purchasing, and of obtain- 
ing goods immediately and without ex- 
pense for freight charges, it would seem 
that every effort should be made to call 
attention to the advantages of ‘buying 
at home.’ 

“The mail order catalog houses 
report their February sales as 50 per 
cent less than in February, 1920, which 
is in striking contrast .to the good rec- 
ord of sales made by retailers gener- 
ally.” 

Mr. Fernley closes his interesting let- 
ter by quoting from Commerce and Fi- 
nance, which mentioned the fact that 
“the automobile has permanently re- 
duced the volume of ‘catalog buying’ 
throughout the country, and made it 
possible for the farmer and his wife to 
do their shopping in any city within 
a radius of twenty-five miles.” 


Harold B. Wood has severed his con- 
nection with Gifford-Wood Co., Hudson, 
N. Y., to become general manager of 
the New York office of the Jeffrey Mfg. 
Co., Columbus, Ohio. Mr. Wood was 
formerly secretary and vice-president 
of the Gifford-Wood Co., and had kept 
personal supervision over the com- 
pany’s Boston office. 
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WHAT IS NORMALCY? 
P tienar eve HARDING and the newspapers have made the word “normalcy” a na- 





tional favorite. Business men, newspaper writers and general talkers all urge the 

country to “get back to normalcy.” 
q Now what is normalcy? 
€ The dictionary informs us it is “the state of being normal,” and defines normal as “regu- 
lar or natural in character, formation or action.” 
€ Now it may be altogether “regular and natural” for an Eskimo to chew blubber and 
live in a snow hut, but it wouldn’t be “normalcy” for us. What is normal for some people at 
certain times isn’t necessarily normal at all times, nor natural for all people. 
« As a general rule most of us use the term very loosely. It’s such a convenient word and 
has such an apt way of suggesting more than we actually mean. 
€ Invariably, when business men speak about “getting back to normalcy” they refer to 
their own specific business. They’ usually mean they want to buy as cheaply as possible 
and make a quick and profitable turnover without too much effort or overhead. In other 
words, they want to conduct practical business on a balanced basis. 
q Instead of “getting back” to normalcy we want to increase commerce and trade. We 
want to develop more intelligently and intensively the markets of the world. Few of us 
really want to go back to any situation similiar to that which existed before the war. 
€ From 1913 to the outbreak of hostilities industrial conditions were depressed, unemploy- 
ment assumed the proportions of a grave national problem and our markets were glutted 
with foreign goods. In some lines, such as in the cutlery industry, for example, fierce 
competition produced sub-normal prices and such adverse conditions that a progressive 
and wholesome business growth was impossible. 
q The news of war, the sudden snapping of the intricate threads of banking and commerce, 
and all of the increased complexities and crushing uncertainties that followed, forced many 
business houses to the verge of bankruptcy. The huge demand of European governments 
for materials and products relieved the gravest economic crisis of the century. 
4 But considering the circumstances of those days the situation in many respects was un- 
avoidable. Bad causes inevitably produce bad effects. 
« Now when buying stops prices fall, factories close, unemployment broods, business is de- 
pressed and everybody talks about hard times. But the development of hard times is a 
natural and norma: movement from cause to effect. 
€ Then when buying grows active factories hum, unemployment disappears, prices climb 
up again and business is healthy. We then speak ‘of good times, which are also produced 
by a natural and normal movement from cause to effect. 
q Then, again, when the demand becomes insistent because of rising prices and shortages 
are felt, because factories seldom produce when people refuse to buy, and the demand grows 
increasingly insistent as shortages become more apparent, while prices rise higher and still 
higher, we begin to complain, to talk of profiteers and proceed generally to make ourselves 
duly miserable. Nobody then speaks about “normalcy.” 
€ But isn’t the regular function of the laws of supply and demand normal? 
q The whole matter boils down to a clear and simple fact. When we are healthy, prosper- 
ous and happy we term our condition normal. When something happens to business either 
by accident or intent, such as lack of buying, to cause an unpleasant but natural conse- 
quence, business becomes unhealthy, unprosperous and unhappy and we regard it as ab- 
normal or sub-normal. 
q What we really mean by “normalcy” is health, prosperity and happiness. We can’t get 
those by going back to any specific thing. We never left them anywhere. 
q The sooner we stop yearning for “normalcy” and realize it isn’t a position, a person, a 
period or a place, but fundamentally a healthy and enterprising state of mind, we may 
actually surprise ourselves and do some real buying and selling again. 
q Authorities on military tactics advise: “When in doubt advance.” It’s also good busi- 
ness tactics. Think it over. . 
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Drastic Remedies for High Cost of Living 


Trade Commission Suggests Anti-trust Suits, Elimination 
of Middlemen and Encouragement of Cooperative Buying 


Washington, April 25, 1921. 
ITILESS publicity, relentless en- 
forcement of the anti-trust laws, 
and Governmental encouragement 

of co-operative associations of agricul- 
tural producers and consumers’ organi- 
zations are the remedies for the con- 
tinued high cost of living urged upon 
the President in an elaborate report 
made by the Federal Trade Commis- 
sion at Mr. Harding’s request. The 
Commission handles the subject with- 
out gloves, and whether you agree with 
its conclusions or not you certainly will 
be interested in its discussion of cause 
and effect. 

The President certainly started some- 
thing when he ealled upon the Com- 
mission for an investigation to deter- 
mine the reasons why the deflation 
which has been in progress for so many 
months “has failed to reach the mark 
where it can be proclaimed to the great 
mass of consumers.” Disavowing “the 
spirit of hostility or haste in accusa- 
tions of profiteering,” the President ex- 
pressed the opinion that a searching in- 
quiry might speed the proposed read- 
justment to normal relationship and 
“give us a business revival to end all 
depression and unemployment.” 

The Commission broke all records in 
speeding up its response to the Presi- 
dent’s request. The Commission can 
work fast when occasion demands. 


Commission Describes Conditions 


Summarizing conditions of which the 
President complains, the Commission 
declares that it may be broadly stated 
that the recent declines in prices of 
Taw materials have been the result of 
a very general but likewise uneven de- 
cline in consumptive demand for manu- 
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factured products. This decline in de- 
mand, due partly to a buying strike 
and partly to a limitation of buying 
power, though starting with the con- 
sumer, has affected raw material prices 
to a greater extent than it has yet af- 
fected manufacturers’ or wholesalers’ 
prices. 

Retail prices to the consumer have 
been least affected. Apparently where 
retail prices were cut to any extent, 
buying commenced to pick up, but if 
this was made the occasion for again 
increasing prices, the resumption of 
demand was again checked. 

The producer of raw materials in 
many lines is thus confronted with a 
marked reduction in the sales price of 
his products; such price in the case of 
some agricultural lines appears to be 
below the cost of production. Manu- 
facturers, though thus greatly advan- 
taged by lower material costs, are still 
confronted by the high cost of trans- 
portation of their raw materials, and 
by a cost of labor which has not de- 
creased or has decreased less than raw 
materials have. Furthermore, it is ap- 
parent from these and other facts that 
a decline in the cost of raw materials 
does not now indicate a wholly propor- 
tionate decrease in the cost of manu- 
facture. 


Jobber Hit First 


The jobber or wholesaler, first in the 
line of distribution from manufacturer 
tc consumer, likewise meets a dimin- 
ished demand from his customers. 
Lessened retail buying has left him 
with large stocks often acquired at 
speculative prices, and now that prices 
are declining he hesitates to place new 
orders with the manufacturers. His 
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activities are largely a reflex ef retail 
conditions. 

The retailer confronted with changed 
conditions is reluctant to take losses on 
goods hitherto purchased at high 
prices. Subject to high rents and to 
uncertainty of markets, he is buying 
more closely and contracting for shorter 
periods than ever before. 

In general, therefore, it would ap- 
pear that the movement toward a re- 
duction of prices to the consumer is 
retarded chiefly at the retailing stage, 
and that relief at this point would be 
reflected back in an increased produc- 
tion, which would reduce the produc- 
tion cost and’relieve to some extent at 
least the check upon the manufacturer 
and by increasing the demand for raw 
materials, would react upon the pro- 
ducer. 


Assails “Open Price” ‘Associations 


Discussing the causes that have pro- 
duced these conditions, the Commission 
attacks the so-called open-price asso- 
ciation alleged to be maintained in a 
number of leading industries, and also 
assails the present distribution system 
which, in the opinion of the Commis- 
sion, maintains too many middlemen. It 
says in part: 

“Among manufacturers some very 
interesting developments have arisen 
affecting the flow of commodities to the 
consumer. In addition to the close or- 
ganization of the nature clearly con- 
demned by the Sherman law, there has 
been widespread development of or- 
ganization of the kind known as the 
‘open price association.’ 

“One of the purposes of these organi- 
zations nominally is to determine uni- 
form cost accounting methods and to 
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steady the market by furnishing the 
supply which it can readily absorb. 
These associations collect and publish 
for the benefit of their members figures 
of production, production costs, sales, 
and sales prices and orders and stocks, 
in pursuance of a plan whereby the 
members of such associations are to 
compete among themselves and with 
others with knowledge of their own and 
their competitor’s production costs and 
prices, the available supply and the de- 
mand. 

“The collection and public dissemina- 
tion of such statistical data might make 
the operation of such associations of 
benefit to the producer and the con- 
sumer alike, but unfortunately the ten- 
dency is here manifested to confine the 
information to members and to bring 
about uniform prices and to maintain 
them at an artificially high level by 
curtailing production or supply through 
action which tends strongly toward 
uniformity because based upon common 
information, but which purports to 
lack the element of concerted agree- 
ment characteristic of the combinations 
forbidden by the Sherman law. 


Effective Aid to Manufacturers 


“From its observation of open price 
associations among manufacturers the 
commission has reason to believe that 
the manufacturers so associated are ob- 
taining a more advantageous result 
with a corresponding disadvantage to 
the consumer than is the case where 
such associations do not exist. Of 
course open price associations are most 
effective with commodities which have 
become in use equivalent to necessities 
or with commodities for which there is 
a very strong general demand. 

“Very generally in the field between 
the producer and the consumer, and to 
some extent in the manufacturing field, 
there is constantly operating the factor 
of an excess capacity for production or 
for distributing service. Too many dis- 
tributing units are engaged for the 
most economical handling of the busi- 
ness. But the result which would nor- 
mally tend to come from such competi- 
tion, namely, elimination of the less 
efficient through competition, is checked 
in many lines, especially in the retail 
distribution, by a friendly or so-called 
‘ethical’ tempering of competition. 

“The effect of this is to maintain 
prices or to respect territory and to keep 
many inefficient or unnecessary units 
in business. Price maintenance is in 
part brought about by the adoption of 
uniform and cost accounting systems 
which tend to substitute average costs 
for actual costs and to emphasize uni- 
formity of results rather than uniform- 
ity of accounting methods. Not only 
are inefficient and ‘regular’ dealers kept 
in business but dealers desiring to enter 
the field and sell at low prices are dis- 
couraged by the associations, as are 
groups of co-operative buyers. These 
conditions tend to retard the price re- 
adjustments that are now urgently 
reeded for a resumption of normal busi- 
ness: 

““Tt is apparent, therefore, that forces 
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which tend to retard a reduction in 
price to the consumer may be and are 
being applied to every stage of the 
previous operations. No one stage is 
wholly free from the operation of such 
forces. The manufacturer, the jobber, 
and the retailer are able to resist price 
reduction more effectually than the pro- 
ducer of raw food products, for gen- 
erally speaking, they are more closely 
organized, have better credit facilities 
and, on account of their location, enjoy 
superior advantages in transportation 
and storage.” 

Continuing, the Commission makes 
an appeal for the maintenance of a 
Federal agency for the distribution of 
information with reference to the 
proper adjustment of manufacturers’, 
wholesalers’ and retailers’ prices in the 
leading industries. The Commission 
undertook to render the public such a 
service but was sharply checked by an 
injunction issued by the courts in a suit 
brought at the instance of the National 
Coal Association in the Supreme Court 
of the District of Columbia. 

Discouraged by this defeat the Com- 
mission abandoned its work and the 
appropriation of $150,000 made by 
Congress has been returned to the 
Treasury unused. Further legislation 
will be necessary to give the Commis- 
sion or any other body authority to 
carry on this work. 


Reasons for Irregular Deflation 


In concluding its discussion of the 
causes of the irregular deflation of 
prices the Commission says: 

“Summing up, specifically, your re- 
quest for expression of our judgment as 
te the causes of the condition to which 
you refer, we reply that, aside from 
the unfair methods of competition with 
which we are daily dealing and aside 
from the important elements of trans- 
portation and credit, concerning which 
you have information from other de- 
partments of the Government, and from 
the Select Committee of the Senate on 
Reconstruction and Production, we are 
of the opinion that the following are 
among the principal causes and are in- 
dicative and not necessarily exhaustive 
of the subject: 

“First, the excessive price of many 
basic commodities prominent among 
which is coal, which vitally affects the 
cost of other commodities, to say noth- 
ing of the effect upon the health and 
comfort and upon the cost of living and 
buying power of the people. 


Illegal Combinations Alleged 


“Second, the existence of the typical 
corporate monopolies, and in distinc- 
tion, agreements in violation of the 
anti-trust laws, illustrated in the latter 
instance by the condition in another 
basic commodity, to wit, lumber, which 
was the subject of a recent report by 
this Commission to the Department of 
Justice and upon which that depart- 
ment is now proceeding. 

“Third, open price associations, in 
many cases not yet challenged by the 
law, yet tending to bring about and 
maintain unduly high prices. 
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“Fourth, interference with the chan- 
nels of trade by distributors’ trade as- 
sociations, particularly by activities 
tending to maintain an unnecessary 
number of inefficient ‘regular’ dealers, 
while shutting out new dealers seeking 
tc sell at lower prices, and especially 
co-operative purchasing and distributing 
organizations of consumers. 

“Fifth, conditions with respect to 
foreign combinations in the interna- 
tional market.” 


Radical Remedies Suggested 


The remedies suggested by the Com- 
mission are calculated to make manu- 
facturers, jobbers, and retailers alike 
sit up and take notice. Nobody has 
ever accused the Commission of ultra- 
conservatism, and certainly no such 
charge can be based upon its recom- 
mendations in this case, which are set 
forth as follows: 

“Aside from the remedies which may 
be afforded by improved transportation 
and credit facilities, we suggest con- 
sideration of the following: 

“1, The passage of a bill which will 
meet judicial objections to the author- 
ity of this commission to continue its 
efforts to obtain and publish informa- 
tion respecting the ownership, produc- 
tion, distribution, cost, sales and profits 
in the basic industries more directly 
affecting the necessities of life—shelter, 
clothing, food and fuel—for the infor- 
mation of Congress and the promotion 
of the public welfare. 

“2. Vigorous prosecutions under the 
anti-trust laws, including a re-exami- 
nation of the reviewable decrees already 
entered in such cases, with a view to 
strengthen them to meet present con- 
ditions, including a closer scrutiny of 
the so-called open price associations, to 
ascertain whether under the guise of 
beneficial associations they are in fact 
violating the law. Examination of 
associations of distributors to deter- 
mine whether violations of law exist, 
particularly restrictions of co-operative 
purchases, and whether any of the ac- 
tivities of such associations are not of 
public service. 

“3, Positive encouragement of co- 
operative associations of agricultural 
producers and co-operative consumers’ 
organizations. 

“4, The passage of measures aimed 
at the elimination of unnecessary re- 
consignment and brokerage operations, 
including also ‘gambling in futures.’ 
Pyramiding of reconsignments and of 
jobbing sales, while not possible in 
present market conditions, was one of 
the causes of the buyers’ strike, from 
which we now suffer, and may reappear 
whenever markets again become specu- 
lative. ; 

“5. Calling a conference of official 
representatives of the trading nations 
of the world together to consider the 
question of clearing the channels of in- 
ternational trade so as to eliminate un- 
desirable combinations and to promote 
fair competition. 

“6. Protection of the farmer against 
the more closely organized elements 
with which he has to deal, by extending 
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Federal assistance in giving more 
adequate and timely information con- 
cerning foreign and domestic market 
conditions, and affording more ample 
and suitable local market and storage 
facilities for the serviceable conserva- 
tion of perishable farm products. 


All Should Share “Unavoidable Loss” 


“Tt should be said in conclusion that 
following the disordered condition of 
the world’s affairs, a shrinkage in 
values is inevitable and that normal 
conditions will be more quickly re- 
stored if the producer, the laborer, the 
manufacturer, the jobber, and the re- 
tailer will each share at once in the 
unavoidable loss, and further, that any 
effort by any element to place its share 
of the common loss on the shoulders of 
others, and particularly of the con- 
sumer, can but result in a continuation 
of the conditions under which the 
country is now suffering. 

“The analysis indicates that the cost 
of living must come down as a prereq- 
uisite to normal business, and that the 
first move should be in the reduction 
of retail prices, accompanied by such 
credit assistance as will prevent any 
undue financial disorder. The first ob- 
ject should be to increase rather than 
lessen the purchasing power of the or- 
dinary consumer. This will afford an 
immediate and double relief to the 
agricultural producer.” . 

As the result of the Commission’s re- 
port, which has been given out at the 
White House, it is likely that represen- 
tatives of the Administration in both 
House and Senate will urge the appro- 
priation of a large fund to enable the 
Commission to continue its cost investi- 
gations under authority from Congress 
so specific as to prevent further inter- 
ference by the courts. The outcome 
of this movement will be awaited with 
very lively interest by business men ir 
every line. 


General Business Conditions Improving 


An indication that business condi- 
tions throughout the country are get- 
ting better is found in the fact that the 
volume of distribution by jobbers and 
retailers showed a distinct gain in 
March over February, says Archer 
Wall Douglas, Chairman of the Com- 
mittee on Statistics and Standards of 
the Chamber of Commerce of the 
United States. The whole tone of Mr. 
Douglas’ report is optimistic. 

He points out many signs as indica- 
tive of an improvement in the situation, 
and as tending to foreshadow a return 
to more settled and stable conditions. 
Some of the most striking points in 
Mr. Douglas’ report are: 

“The most significant and possibly 
most cheering feature of the situation 
is that the automobile business seems 
to have been not dead but sleeping. 
There is resumption of operations in a 
modest way by some factories which 
were shut down but which now have 
orders in hand. Also, there is increas- 
ing sale for used cars. 

“There is a better demand for lumber 
and prepared roofing and paint because 
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of somewhat more building and con- 
struction. There is more building go- 
ing on in the cities than in the country, 
and there will not be much construc- 
tion of any description on the farms 
until another harvest has shown the 
farmer where he stands. 

“Manufacturing is running mostly on 
short time. 
mand for women’s shoes is much better 
proportionately than for men’s foot- 
wear, 


High Railroad Rates Slow Down Trade 


“Excessively high railroad rates are 
one of the serious handicaps of the 
situation, while they likewise fail in 
their original purpose of providing 
adequate revenue for the roads. They 
are prohibitory in their effects. In 
some cases, especially those of early 
fruits and vegetables from the far 
South to Northern and Western mar- 
kets, the cost of transportation is from 
four to five times the price received by 
the producer. 

“Winter wheat is in unusually fine 
condition. 

“There will be much less cotton acre- 
age planted this year than last. The 
crop will receive less fertilizer than 
last season, but much greater intensive 
cultivation. There will be more of a 
diversified crop in the South this year. 

“The farmer is economizing as he has 
never done before. He is making 
greater use of the horse, leaving the 
automobile in the barn. But while he 
is economizing on some things, he is 
also buying somewhat more freely, es- 
pecially the farmer in the grain region. 
This is a healthy sign, for the genuine 
beginning of better times is likely to 
come from agricultural rather than in- 
dustrial life.” 


Farm Labor Situation Easier 


The reports of the Department of 
Agriculture fully confirm the statistics 
of the Department of Labor, to the ef- 
fect that the farm labor situation 
throughout the United States is de- 
cidedly better than it has been in the 
past three years. The notable feature 
of the figures is the substantial im- 
provement noted on April 1 of this 
year as compared with the same period 
a year ago. 

Going back to 1918, the ratio of sup- 
ply to demand was but 71.9 per cent, 
although the demand was but normal. 
In 1919 the ratio of supply to demand 
rose to 82.9 per cent, the demand still 
remaining at normal. In 1920, how- 
ever, the demand for farm labor rose 
to 105.3 per cent of normal, while the 
ratio of supply to demand declined to 
68.8 per cent. This condition was co- 
incident with the putting in of the 1920 
crops on a maximum acreage basis 
stimulated by the peak prices obtained 
in 1919. 

Following the harvest of 1920, how- 
ever, the slump in the prices of agri- 
cultural products discouraged the farm- 
ers to such an extent that on April 1, 
1921, the demand for labor was only 
87.5 per cent of normal. In the mean- 
time, however, the supply of labor in- 


In the shoe trade, the de-- 
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creased rapidly, and on the date of the 
Department’s report the ratio of supply 
to demand was 108.8 per cent. 

Details of the Department’s report 
indicate that there has been a substan- 
tial decline in farm wages throughout 
the South and in some sections workers 
are leaving for other localities because 
of non-employment. From the North- 
western States it is reported that de- 
creased employment of farm labor is 
largely due to the inability or unwill- 
ingness of the farmers to pay the 
wages asked. The general wage scale 
of the West and Northwest shows a 
shrinkage of from 25 to 50 per cent as 
compared with the spring of 1920. 


Sales Tax Champions Optimistic 


The champions in Congress of the 
sales tax as a substitute for the excess 
profits tax, and the so-called luxury 
taxes, have been working like beavers 
during the past fortnight. A recent 
development of which much is being 
made is the fact that at a conference 
of Canadian manufacturers, wholesal- 
ers and retailers, recently held at To- 
ronto, resolutions were adopted recom- 
mending the continuance of the present 
sales tax, and its readjustment to pro- 
duce desired additional revenue. 

The conference had before it figures 
showing that unless the sales tax should 
be extended, or some other taxing proj- 
ect adopted, it would be necessary for 
the Government to re-enact the expir- 
ing war profits tax, an impost similar 
to the excess profits tax now in force 
in this country. The meeting adopted 
resolutions asking the Government not 
to re-enact the war profits tax, but, if 
necessary, to provide the required reve- 
nue by extending the sales tax, either 
by increasing the rate or including 
transactions exempted in the original 
statute. 

As Canada has had a concrete ex- 
perience with the sales tax, the con- 
clusions reached by this conference of 
business mgn naturally carry much 
weight. Reports received by the Ways 
and Means and Finance Committees 
from the Philippines also show that 
producers, distributors and consumers 
alike are pleased with the operation 
of the sales tax law which has been in 
force in the islands for the past two 
years. ' 

The strongest argument put forward 
in defense of the sales tax is the wide 
distribution which makes it far more 
equitable than any impost that rests 
on a small proportion of the population. 
On the principle that many a mickle 
makes a muckle, a tax so small as not 
to be at all burdensome may, in the 
aggregate, produce revenue sufficient 
to justify the repeal of all the existing 
obnoxious special imposts. 


Should Not Tax Export Business 


Secretary of Commerce Hoover has 
come to the front as a champion of the 
proposition that American concerns do- 
ing business in foreign countries should 
be exempted from the American excess 
profits and income taxes. Mr. Hoover 

(Continued on page 88) 





Featuring Toys as All Year "Round Stock — Getting on Top of the 
Building Wave—A Story on Tools, Seeds and Fruit Sprayers 


Buy Teys Any Old Time 
No. 1 (3 eols. x 10 in.) 


Modern youngsters are not satisfied 
with the eld fashioned annual toy blow- 
out at Christmas time. They want 
toys nowadays for every month of the 


year, and seasonal changes make the 
demand even greater. A kid whose 
mother bought him a full complement 
of winter toys feels, at the present writ- 
ing, as though he never had a toy. 

The result of this growing demand 
for toys at all times has been to create 





speed in my spring gardening.” 


materials. 





Dos ih ee 5 DEAS. EE, is AA RDROTE AOE ER WE 
ne rn er hs Pre sare ies end Pa 
ee Sees RP ee em Ta Fo BSS, i SEMEL fF 


“Say, man, these tools actually invite work. 
@ne look at them and you know they'll stand the 
“gaff” from the nice smooth, knotless handles to 
the rivets in °em. Here’s where I make some 


Why the “ear to ear” smile on this gardener? 
Simply bécause he’s bought his seed requirements 
at Kaufman’s es usual. Been doing it for years 
and the knows how they produce. 


Fruit Growers 


Who know “what’s what” will be found 
swarming in our store for their spray pumps and 


“Fat” on the right here is using one of our 
Smith’s Bucket Sprays and S-W Dry Lime Sul- 
phur. He don't loook like “old man gloom.” 


‘Kaufman’s’ 


Where Quality is Not Sacrificed for Price 








We have marked this ad 99 per cent perfect 
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permanent stocks of toys in hardware 
stores. From this beginning regular 
toy departments have sprung wp, and 
now toys are viewed as staple as most 
anything else. 

Lately, however, a new development 
has taken place. Merchants are start- 
ing to advertise their toy departments. 
They are going at it with vim. The 
ad of the Southern Hardware Co., Tulsa, 
Okla., gives you an idea of hew snappy 
a toy ad can be. It won’t be long be- 
fore toy ads will cease to be a novelty 
at times other than around the Holi- 
day season. 

Note several important things in the 
Southern ad. First, the stress laid on 
the ability of toys to build sturdy 
bodies. This means that the Southern 
stock is largely made up of wheel toys 
of various kinds. Then note refer- 
ence to fresh shipments.. Offhand, you 
might not think this meant much, but 
folks don’t want “hangovers” and stock 
that has been “pawed” over. 

Note the lure held out to the parent 
in the last paragraph, which we will 
say is a clever piece of work. 

Note the emphasis on the fact that 
the Southern store is the only store in 
the city having a permanent toy de- 
partment. Say this if you ean and 
while you can. 

For a last word, we commend the 
ad’s set-up highly—the top and bottom 
blocks are specially good. Use some- 
thing of this nature on your toy ads. 
It is essential to identify a toy ad at 
a glance, for folks as yet are a little 
unused to seeing toy ads at all times 
of the year. 


The Building Boom and Tools 


No. 2 (8 cols. x 10 in.) 

No one as yet has succeeded in sus- 
pending permanently the law of supply 
and demand. That’s why a building 
boom is predicted for this year. People 
want homes and therefore homes will 
be built. 

Already there are signs pointing to 
great building activity this summer, and 
to the hardware dealer this says build- 
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Southern Hardware Co. 


TOYS! TOYS! TOYS! 
and More Toys 


All the Year Round 


In a bjg room on the second floor of our store we have assem- 
bled all of our toys. Toys that are fresh from the factory; toys 
that will delight the heart of any child and help to pass the 
long and tedious days and help build sturdy and vigorous bod 
ies and healthy minds. 
This is the only store in Tulsa having a department for toys all 
the year round. 

Lots, of others fill in with stocks for the holidays, but the South- 
ern, always on the alert to better serve its patrons, have hark- 
ened to the many inquiries an established the permanent toy 
department on the second floor. : 

Bring the Kiddies in when you are down town. 
They will enjoy ‘window shopping” in the toy department as 
well as you enjoy looking over the latest styles in the show 
windows. ° 


- SOUTHERN HARDWARE COMP 


af tant thing to be sure when buying tools, is to know that they are good 
Lea Say mg von can canal to obtain utmost satisfaction nor to turm out perfect jobs 
if he is equipped with a poor grade of tools—we take particular pains to secure 
good tools—the kind that are made to last—the only kind that we can sell to ex- 
rkmen with confidence and which we can guarantee to give sat- 


pert or amateur wo! . ; lee 
f your tools here and then you'll know you're obtaining the most 


isfactory service. Get 
for the money. 


Below We Mention a Few of the Many Exceptional Offerings 
We Have In High Grade Tools 


Guaranteed Wood Level, was $4.15, $2 50 
> now . 3 
Guaranteed Nail Hammer, was $2.15, $1 50 ‘ 
° 
$2.25 


Rose Brick Trewel, was $3.25, 
NOW 2.0 coe cocccece 
Plasters Hawk, was $5.00, 
now 


Building a home is one of the most important events in the life of a man or woman, 
when you build—build right—build for durability—for comfort—for satisfaction. 


Good hardware is one of the important things to consider when building or remodel- 














You'll find the best of locks, hatches, door butts, sash hardware and the many oth- 
r hardware requirements, we Il represented in our sto 


LET US FIGURE WITH YOU ON YOUR BUILDING NEEDS. 
WE CAN SAVE YOU MONEY 





SQuIHERN, 








The toy ad is a year ’round 


ers’ hardware and tools. 

We sometimes get tired of saying 
in these columns, “Now is time to do 
this or that,” but this surely is the time 
tu do tool and builders’ hardware ad- 
vertising. It is just the right time, 
neither too far in advance nor too late. 
So if your store has a builders’ hard- 
ware department and you are interested 
in selling tools, plan your advertising 
quickly and get it into the papers. 

If you would look at a good ad along 
these lines, look at the Southern 3-col. 
announcement. We think the copy, 
both in the tool and hardware panels, 
very well handled and calculated to in- 
spire confidence in the firm’s stocks. 

Note the price cuts in the items listed 
under the tool panel. This is certainly 
a good lead to get customers in the 
store and is a whole lot better than 
keeping silent on the price question. 

The cuts used help make the set-up 
attractive and easily read. 


A Triple Announcement 


No. 3 (8 cols. x 9 in.) 

We have been waiting for this ad. 
We knew some hardware dealer would 
group tools, seeds and sprayers and 
make a chatty ad out of them. And 
Kaufman’s, Cincinnati, Ohio, has done it. 
Here’s a nifty layout, fine illustrations, 
good headlines, good copy all rolled 
up in one ad which is a bang-up an- 


proposition 


nouncement. 

It is virtually impossible for the 
reader to look at this ad and not read 
it, or at least read enough of it to 
know what it’s all about. The layout 
carries a compelling punch. Just test 
it on your bookkeeper or salesman and 
see for yourself. 

The tool paragraph while chatty and 
not a bit descriptive nevertheless intro- 
duces a selling point that’s one on us. 
We mean the “knotless” handles. Never 
heard that one before. 

The seed panel is snappy, and behind 
the short sentences is the thought of 
confidence. Looks as though it didn’t 


Where there is building there must be tools and hardware 


take long to write this panel, but it 
probably did. 

Of the three panels, the sprayer is 
probably third in strength, but it fits in 
nicely. If a selling point had been in- 
troduced in the first paragraph of the 
sprayer panel, we would mark this ad 
100%. As,it is, we will chalk it up 99%. 


An Envelope Reminder 


No. 4 (7 in. x 3% in.) 

Sprague’s Hardware Store, Trenton, 
N. J., uses the reminder card repro- 
duced to jack up their customers on 
Spring needs. It is printed on card- 
board, single-ply, and fits into an en- 





SPRAGUE’S HARDWARE STORE 


Corner Stuyvesant and Elisworth Aves. 


LET US SUPPLY YOUR NEEDS 





PUULTRY WIRE 
WINDOW SCREENS 
SCREEN DOORS 
BLACK FLY WIRE 


GALVANIZED FLY WIRE 
HOUSEFURNISHINGS 
RAKES AND FORKS 
SPADES AND HOES 


Coaster Wagons, Kiddie Cars, Velocipedes 


LAWN MOWERS 
SEEDS AND LIMEOID 
MOWERS SHARPENED 
PAINTS, OILS & GLASS 








TELEPHONE 6272-J 








A card for your envelopes and for your counters 
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velope so that it may be enclosed with 
bills, statements, letters and any cir- 
cular matter. A supply may be left on 
the counter—its neat size and general 
design make it convenient to take along. 

Notice the seasonable items listed on 
this card. About every Spring need is 
listed, with the exception of tools. Also 
note emphasis placed on stock of wheel 
toys. It bears out once more our state- 
ment to the effect that toys are being 
advertised consistently. 

In another week or two, a new card 
could be planned to include “warm 
weather needs,” featuring such items 
as refrigerators, lawn mowers, fans, 
electric irons, oil cook stoves, etc. 

The Sprague card was printed on buff 
stock. It would be our suggestion to 
change the color of the card each suc- 
cessive time. We think this card idea 
valuable and economical. Often pur- 
chases are made in a rush and the card 
gets in its work at a time when there 
is leisure to consider the offerings. 


W. J. Stokes Dead 


W. J. Stokes, well-known cutlery 
salesman in the metropolitan district 
of New York for the Robeson Cutlery 
Co., Rochester, N. Y., died suddenly 
April 10 from acute indigestion at his 
residence, 15 Scotland Road, Elizabeth, 
N. J., at the age of fifty-three. Funeral 
services were held April 14 and inter- 
ment was at Rancocas, N. J., the place 
of his birth. 

Mr. Stokes was well known and held 
in high esteem by the retail hardware 
trade of Greater New York. 


Ross & Fuller Ass’n 


Owing to the death of Joseph A. 
Fuller, the business heretofore con- 
ducted by him under the style of the 
Ross & Fuller Association and Fuller 
Bros. will be continued by Adolph Ma- 
chetto. The Ross & Fuller Association 
will be the new firm name. The con- 
cern is now located at 1 and 2 Hudson 
Street, New York City, and is a hard- 
ware manufacturers’ representative. 


Death of Dennis Smith 


Dennis Smith, aged seventy-five 
years, and a _ prominent hardware 
dealer of Waynesburg, Pa., died at his 
home in that city on Wednesday, April 
12, of pneumonia. He was president 
of the Citizens’ National Bank of 
Waynesburg, and was active in the 
hardware trade until last year, when 
he retired from business. He is sur- 
vived by his widow, two sons and five 
daughters. 

L. G. Lehousse has been appointed 
Special Pacific Coast Representative of 
the United Rubber Co., a subsidiary 
company of the Portage Rubber Co. 
He will have entire charge of the sell- 
ing of Huskie Tires on the Coast. 

Before his present connection Mr. 
Lehousse had been Pacific Coast Man- 
ager for Portage over their two 
branches. 
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Coming Hardware 


Conventions 


PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Tex., May 9, 10, 1921. C. L. 
Thompson, secretary-treasurer, Canyon, 
Tex. 

HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION AND EXHIBITION, 
Greensboro, N. C., May 10, 11, 12, 13, 
1921. Headquarters, O. Henery Hotel. 
T. W. Dixon, secretary-treasurer, Char- 
lotte, N. C. 


AMERICAN HARDWARE MANUFACTUR- 
ERS’ ASSOCIATION CONVENTION, Atlantic 
City, N. J., May 11, 12, 18, 1921. Hotel 
headquarters, Marlborough-Blenheim. 
F. D. Mitchell, secretary-treasurer, 
4106 Woolworth Building, New York 
City. 

SOUTHERN HARDWARE JOBBERS’ ASSO- 
CIATION CONVENTION, Atlantic City, 
N. J., May 11, 12, 18, 1921. Hotel head- 
quarters, Marlborough-Blenheim. John 
Donnan, __ secretary-treasurer, Rich- 
mond, Va. 

OLD GUARD SOUTHERN HARDWARE 
SALESMEN’S ASSOCIATION CONVENTION, 
Marlborough-Blenheim Hotel, Atlantic 
City, N. J.. May 12, 1921. R. P. Boyd, 
secretary-treasurer, Knoxville, Tenn. 

SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, com- 
posed of Alabama, Florida, Georgia 
and Tennessee, Convention and Exhibi- 
tion, Atlanta, Ga., May 17, 18, 19, 20, 
1921. Walter. Harlan, secretary, 701 
Grand Theater Building, Atlanta, Ga. 


METAL BRANCH OF THE NATIONAL 
HARDWARE ASSOCIATION CONVENTION, 
Hotel Cleveland, Cleveland, Ohio, June 
5 and 4, 1921. George A. Fernley, sec- 
retary, 505 Arch Street, Philadelphia, 
Pa, 

AMERICAN IRON, STEEL AND HEAVY 
HARDWARE ASSOCIATION CONVENTION, 
Montreal, Canada, June 7, 8, 9, 1921. 
Headquarters, Windsor Hotel. A. H. 
Chamberlain, secretary-treasurer, Mar- 
bridge Building, New York City. 

MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Great Southern Hotel, Gulfport, June 
14, 15, 16, 1921. E. R. Gross, secre- 
tary, Agricultural College. 

NATIONAL RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Louisville, Ky., 
June 20, 21, 22, 23, 1921. Headquar- 
ters, Seelbach Hotel. Herbert P. 
Sheets, secretary, Argos, Ind. 


Death of D. Arthur Gill 


We are advised of the death of D. 
Arthur Gill, a leading hardware dealer 
of Meadville, Pa., who died in the 
Meadville City Hospital recently after 
an illness of one week from appendicitis 
and pneumonia. Mr. Gill was sixty- 
four years of age, and was a graduate 
of Allegheny College and was actively 
identified with the Delta Tau Delta 
fraternity, having been treasurer of 
the Alumni association of that fratern- 
ity up until his death. He was one of 
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the best known and progressive citizens 
of Meadville, and had conducted a 
large hardware store on Water Street 
in Meadville for many years. This was 
one of the oldest hardware stores in 
Meadville, ‘having been opened in 1857 
by Gill & Shyrock. Later, the firm was 
known as Gill & Smith, and finally 
was taken over by Mr. Gill, who con- 
ducted it up to the time of his death. 
Mr. Gill was an active member of the 
Meadville Chamber of Commerce, the 
Business Men’s Exchange, and other or- 
ganizations having to do with the uplift 
of Meadville. He was also a director 
of the Pennsylvania and Atlantic Sea- 
board Hardware Dealers’ Association, 
and had a very wide acquaintance 
among hardware men all over the coun- 
try. He is survived by his widow, two 
sons, two daughters and two sisters. 


HUGH L. SMITH DEAD 


After two years of poor health Hugh 
L. Smith, president of the Smith-Win- 
chester Co., Jackson, Mich., died at the 
ripe age of seventy. His life had been 
one of useful business activity. He 
started in as a clerk with Wells & Ful- 
jer and later became a partner of the 
firm. When the Smith-Winchester Co. 
was formed he became its chief execu- 
tive and has held that post until his 
recent death. In the last few years he 
has rested for short periods, but al- 
ways came back into the harness. 

During his life Mr. Smith interested 
himself in manufacturing and did very 
well. He is survived by a widow, two 
sons and a grandson. 


Manhattan and Bronx Meeting 

E, R. Masback, New York jobber, the 
speaker at the regular monthly meet- 
ing of the Hardware and Supply Deal- 
ers’ Association of Manhattan and 
Bronx Boroughs, held April 19 at the 
New York Turn Hall, discussed ways 
in which the retailer and the jobber 
can be brought in closer touch with each 
other to the mutual advantage of both. 
R. J. Atkinson, second vice-president 
of the New York State Retail Hard- 
ware Association also spoke on some of 
the problems of the hardware dealer in 
the metropolitan district. Arthur 
Shimell, president of the Manhattan 
association presided. 


No Consolidation 

For the convenience of the trade the 
Esterbrook Steel Pen Manufacturing 
Co.’s salesmen are taking orders for the 
Moore Push-Pin Co.’s products in cer- 
tain localities; this is purely a selling 
arrangement. 

There has been no consolidation of 
interests, nor any in contemplation. 
Any rumors to that effect are entirely 
without foundation. 


Hughson & Merton, Inc., San Fran- 
cisco and Los Angeles, Cal., have been 
appointed exclusive Pacific Coast sales 
representatives for Lane Bros. Co. 
Poughkeepsie, N. Y. 
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Office of HARDWARE AGE, 
239 West 39th Street, 
New York, April 25, 1921. 


EVERAL important price changes 
S were announced by local jobbers 
during the past week. Practically 
all of these changes were reductions. 
Stove bolts and semi-finished nuts were 
reduced 10 per cent. 


Socket wrenches are now being quoted 
at 33/7 per cent off list. ‘‘S’’ wrenches, 30 
per cent off list, and automobile wrenches, 
40 per cent off list. 

Corbin mail boxes have been reduced 10 
per cent. 

Stanley Rule & Level Co. has issued new 
price sheets showing a general reduction 
of approximately 10 per cent, with some ex- 
ceptions, 

Stanley Works has also issued a new 
price list showing an approximate reduc- 
tion of 10 per cent. 


Drop forged wrenches have been reduced 
about 12% per cent, and are now quoted at 
30 per cent off list. 


Heavy hammers and sledges, wooden 
wedges, picks, crowbars, mattocks have all 
been reduced approximately 10 per cent. 


Millers Falls braces have declined 10 per 
cent. Double end wrenches are now being 
quoted at 30 per cent off list. 


Some jobbers have announced a reduction 
of approximately 25 per cent on padlocks. 


The Griffin Mfg. Co., Erie, Pa., has re- 
duced prices on bright steel butts and strap 
and T hinges and hinge hasps 5 per cent. 
There Is also a reduction in the price of 
Ball Pip Butts which are used for house 
building. 


Schaefer & Bayer line of gasoline torches 
have been reduced 10 per cent. 


Handle hammers have been marked down 
about 15 per cent. 


Moline Iron Works, Moline, IIl., has issued 
a new discount sheet on saddlery hard- 
ware and refined malleable iron castings. 


McKinney Mfg. Co. has reduced prices 
approximately 5 per cent on staple wrought 
steel hardware items, bright steel butts, 
strap and T hinges and hinge hasps. 

It should be noted that all of the above 
price changes were announced by local 
jobbers during the past week. 


Buying of seasonable goods continues 
very active. Most of the general ar- 
ticles of staple hardware are for the 
most part moving slowly. 

Collections are slow, and some of the 
local jobbers complain that customers 
pay their bills 60 to 90 days after due 
and take off the 2 per cent discount. 

The Car Service Division of the 
American Railway Association an- 
nounces that cars loaded with revenue 
freight on the railroads of the United 
States in the week ending April 9 
totaled 693,719, an increase over the 
previous week of 27,077 cars. This is 
107,000 fewer than for the correspond- 
ing week of 1920, and 17,000 under the 
corresponding week of 1919. It shows, 
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however, considerable gain over the 
previous three weeks. 

Archer Wall Douglas, chairman of 
the Committee on Statistics of the 
Chamber of Commerce of the United 
States, says he believes that genuine 
revival of business will start with the 
farmer instead of with industry. Mr. 
Douglas states that the farmers, espe- 
cially in the grain belt, are spending 
their money more freely now than for 
months past. 


Bolts and Nuts.—Stove bolts and 
semi-finished nuts were reduced 10 per 
cent by some of the local jobbers during 
the past week. Dealers say they an- 
ticipate additional reductions in this 
line in the near future. Interest is 
slack. 


Jobbers’ quotations f.o.b. New York: 

Common Carriage Bolts—% x 6 and 
smaller, 40 and 5 per cent; longer and 
thicker, 10 and 5 per cent; machine bolts, 
all sizes, take a discount of 40 and 5 per 
cent. Stove bolts, 70 and 10 per cent; com- 
mon tire bolts, 50 per cent; sink bolts, 70 
per cent. 

Hexagon machine screws, nuts, iron, 20 
per cent. Brass, 4/32 to 8/32 in., 50 and 10 
per cent; 10/32 to 12/32 in., 40 per cent; 
14/32 in., 30 per cent; Lock washers, 40 per 
cent. 

Semi-finished hexagon nuts, 9/16 and 
smaller, 50 and 10 per cent; % and larger, 
50 and 10 per cent. Lag screws, 45 per cent. 

Toggle bolts, steel, bright finish, 50 per 
cent. 

Iron rivets, 35 and 5 per cent: copper riv- 
ets, 50 and 5 per cent; black tinners’ rivets, 
35 and 5 on new list: tin tinners’ rivets, use 
black list plus $7.25 per 100 Ib. 

Farming Tool Handles.—Prices re- 
main consistently steady in this line, 
and local interest is somewhat weak. 


Jobbers’ quotations f.o.b. New York: 

Hay fork handles, bent, 5 ft., 85 plus 5 
per cent; 6 ft., $7.70 plus 5 per cent; hay 
fork handles, straight, 5 ft., $4.20 per doz 
plus 5 per cent; 6 ft., $6.70 per doz. less 5 
per cent. 

Long handle manure fork handle, $4.40 
per doz. plus 5 per cent; wooden D manure 
fork handle, $6.90 per doz. plus 5 per cent. 
Six-ft. rake handle, $6.20 per doz. less 5 
per cent. 

Shank rake hoe handle, $3.40 per doz. plus 
5 per cent. Spade handles, $7.10 per doz 
plus 5 per cent. Malleable D spading fork 
handle, $5.75 plus 5 per cent. Wooden D 
spading fork handle, $6.90 plus 5 per cent. 

Farming tool handles generally are quoted 
in this section at discount of 5 per cent. 
Pick, sledge, hammer and hatchet handles 
are quoted discount of 5 per cent. 


Galvanized Ware.—Many of _ the 
large holders of galvanized sheets en- 
tertain the opinion that the recent re- 
visions made by the Steel Corporation 
and the independents will add stability 
to the market, as they say it will make 
buyers realize that prices at last are 
firm. 
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Prices to retailers, f. 0. b. New York: 
Galvanized sheets, No. 28 gage, $6 
to $6.25 per 100 lb. 


Jobbers’ quotations f.o.b. New York: 

Galvanized pails, 8 qt., $2.85; 10 qt., 
$3.20; 12 qt., $3.50: 14 qt., $4; 16 qt., $4.80. 
Prices are for 1 doz. 

Galvanized wash tubs, No. 1, $13.70; No. 
2, $15.20; No. 3, $18; all per doz. 


Garden Hose and Hose Reels.— 
Weather conditions have not been fa- 
vorable for any large amount of inter- 
est to be shown these articles. Prices 
are firm, and stocks well balanced. 


Jobbers’ quotations f.o.b. New York: 

Common brand, % in., 4 ply, 13c. per ft. 
Same, wire bound, 13%c. per ft. Good 
Luck brand, 6 ply, 14c. per ft. Bull Dog 
brand, 7 ply, 18c. per ft. 

Jobbers’ quotations f.o.b. New York: 

Hose Reels.—For fastening to side of 
house, steel reel, iron spindle, 12 in. drum, 
$3.75 per doz. Metal hose reel, with chan- 
nel steel frame, cast iron wheels, 9 in., cor- 
rugated steel drum, enameled green and 
black, capacity 100 ft. of % in. hose, $25.60 
per doz. Metal hose reel, with tubular 
frame and tubular steel wheels, corrugated 
galvanized steel drum, enameled green, 100 
ft. capacity, $51 per doz. 


Garden Tools.—No slacking of buy- 
ing interest has yet occurred in this 
line. This and all other seasonable 
lines are selling very vigorously, at firm 
prices. 


Jobbers’ quotations f.o.b. New York: 

Spading forks, 11 in. angular tines, forged 
from crucible steel, steel cap ferrules— 
4-tine malleable D handle, bronzed with 
strap ferrule, $12 per doz. Same, with 
wood handle, $15.50 per doz. Same, with 
wood handle &nd 5 tines, $24.20 per doz. 

Weeding hook, malleable iron, tin, enam- 
eled wood handle, $1.20 per doz., net. Same, 
three steel tines, tin, black, enameled han- 
dle, $1.35 per doz. net. Same, three hand- 
forged steel prongs, grip handle, $4.40 per 
doz. net. 

Post hole digger, blade 9 in. long, length 
5 ft., weight 10 lb., $24 per doz. net. 

Turf edger, cast steel blades, bronze fin- 
ish shank, 4% ft. handle, socket style, 
$12.03 per doz. net. Same, shank, style, 
$10.85 per doz. net. 

Standard tree pruners, forged steel blade, 
with 2 in. curved cutting e , steel draw- 
ing rod, lever handle with steel lever and 
hardwood grip, all sizes, are being quoted 
at 20 per cent discount by local jobbers 

Lopping shears, blades made from tool 
steel, 26 in. handles, $16 per doz. net 
Ladies’ flower trowel, heavy one-piece steel 
blade, 5 in., half polished and enameled 
maroon, stained handle, $1.25 per doz., net. 

yarden trowels. 6 in., tinned steel blade, 
black enameled handle, $1 per doz net. 
Florists’ trowel, heavy solid steel, 6 in 
blade, half polished, riveted shank, hard- 
wood handle, $1.75 per doz. net. Heavy 
one-piece steel. 6 in. blade, half polished 
painted red, ebony finished handle, $4.35 
per doz. net; 6 in. solid socket forged steel 
full polished, grip handle, $7.51 per doz. net 

Shank hoe, riveted steel blade, assorted 
6%, 7 and 7% in., 4% ft. handle, blue 
finish, sell for $4.87 per doz. 

Same, with solid or assorted steel blades, 
6, 6%, 7, 7% and 8 in., 4% ft. handle, gold 
bronze finish, $8.43 per doz 

Socket hoe, solid or assorted sizes, steet 
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blades, 6, 6%, 7. 7% and 8 in., 4% ft. handle, 
gold bronze finish, $9.37 per doz. 


Grass Hooks.—lInterest is moderate- 
ly active, and prices steady. 


Jobbers’ quotations f.o.b. New York: 

Grass hooks, tempered steel blade, black 
and bronze finish, $3.25 per doz. English 
grass hooks, high grade steel blade, riveted 
back and tang, $6.50 per doz. net. Same 
size, larger, $7.20 per doz. net. Tempered 
steel blade, ribbed back, green enamel 
finish, black enamel handle, $4.50 per doz. 
Long handle grass hook, crucible steel 
blade, tempered, 13 in. long, 2% in. wide, 
steel socket, ash handle, 3% ft., $8.42 per 
doz. net. 


Hose Couplings.—Interest is slight, 
stocks ample, prices stiff. 


Jobbers’ quotations f.o.b. New York: 

Brass hose couplings, cast metal for %4-in. 
hose, $2 per doz. net. Same for %-in. hose, 
$2 per doz. net. Wrought metal couplings, 
%-in. hose, $2 per doz. net. Clinching hose 
coupling, solid brass, clamps and tubes, one 
piece, %-in. hose, $2.75 per doz. net. Im- 
proved brass hose connections for faucets, 
%x & $2 per doz. net. 


Vg 5¢-in., 

Ice Cream Freezers.—Some of the 
suburban dealers already report inter- 
est in their locality for ice cream 
freezers. Jobbers say stocks are mov- 
ing slowly. As announced last week, 
White Mountain Arctic freezers are 
now quoted at 30 per cent discount 
from New York stock. 


Jobbers’ quotations f.o.b. New York: 

Arctic freezers, 1 qt., with double scrap- 
ers, $3 apiece. Same, 4 qt., $5.10 apiece. 

White Mountain freezers, duplex dasher 
and double self-adjusting scraper, outside 
galvanized, 1 qt., $3.65 apiece. Same, 4 
qt., $13.70 apiece. 

Auto vacuum freezers are quoted at $3.35 
apiece in the 1 qt. size and the 4 qt. size 
about $6.70 apiece. 

Prices to the retailer f.o.b. New York: 

Acme freezer, 2 qt. size, $11.50 per doz.; 
4 qt, size, $20 per doz. 


Ice Skates.—New prices announced 
the week below last are again published 
herewith for the information and 
guidance of subscribers. These new 
prices show a 15 per cent reduction, 
and are guaranteed against decline till 
February 1, 1922. 


Jobbers’ quotations f.o.b. New York: 

Men and boys, all clamp club _ skates, 
sizes 8 to 12 in., 91c. to $1.18. Men and 
boys, all clamp hockey skates, runner cast 
steel, all parts nickel plated, sizes 9% to 
11% in., $1.24 to $1.63. Canadian hockey 
skates for men, women and children, narrow 
foot plate, sizes 8 to 11% in., 94c. to $1.48. 
Women and children’s club skates, Russet 
leather back and strap, sizes 8 to 11 in., 
polished cast steel runners, $1.15 to $1.40. 
Women and children clamp hockey skates, 
Russet leather back and strap, runners 
ery of cast steel, nickel plated, $1.51 to 

1.99. 


Lanterns.—Little or no interest is 
being shown these articles at the pres- 
ent time. Price reductions are expect- 
ed in many quarters. 


Jobbers’ quotations f.o.b. New York: 

Hy-Lo tin lanterns, $9.50 per doz. Victor 
tin lanterns, $9.50 per doz. Monarch tin 
lanterns, $9.50 per doz. Junior brass lan- 
terns, $18 per doz. Blizzard tin lanterns, 
$14.50 per doz. Buckeye dash lanterns, 
$14.75 per doz. Roadster wagon lanterns, 
$18.50 per doz. De Lite lanterns, $14.50 per 
doz. Little Wizard lanterns, $11.75 per doz. 
Eureka driving lanterns, plain lens, $19 
per doz. Watchmen’s mill lanterns, enamel 
finish, $25 per doz. Imperial platform lan- 
terns, $9.75 each. 


Lawn Mowers.—Slightly increased 
activity was shown these articles dur- 
ing the past week. Prices are steady, 
stocks ample. 


Jobbers’ quotations f.o.b. New York: 

Common lawn mower, with 8-in. open 
drive wheel and 4-blade cutter, 12-in. size. 
$7.60 apiece. Same, 14-in., $7.90 apiece. 
Same, pipe ball bearing lawn mower, with 
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14-in., 
Higher 
14-in. 


higher grade knife steel blades, 
$10.30 apiece; 16-in., $10.70 apiece. 
grades ball bearing lawn mowers, 
size, $12 apiece. 

Grass catchers to fit mowers, from 12 to 
16-in., are sold at $14 per doz. 


Linseed Oil.—An advance in the price 
of flaxseed occurred during the past 
week. The-increase was from 15 to 
18 cents. There has been little marked 
improvement in the oil movement dur- 
ing the past few days, although busi- 
ness seems to be picking up gradually. 
Paint jobbers are substantial buyers. 


Prices to retailers f.o.b. New York: 

For car lots, 63c. to 64c. per gal. In lots 
of less than carload, but more than 5 bbl., 
67c. per gal. and for lots of less than 5 bbl., 
69c. to 70c. per gal. Boiled oil is 2c. extra 
per gal. Double boiled oil 3c. extra per 
gal. = oil in half bbl. 5c. per gal. addi- 
tional. 


Nails.—Rather quiet interest is 
being shown generally throughout the 
local nail market. It is understood 
that some small holders are cutting 
below market prices. Jobbers’ stocks 
in this vicinity are in good condition. 


Jobbers’ quotations f.o.b. New York: 

For wire nails the prices range from $4 
to $5.25 base, per keg. For cut nails prices 
range from $5.50 base, per keg. 

Copper wire nails, 5 lb. to a box, 1 in., 
49c. per lb.; 1% in., 48c. per Ib.; 1% in., 
2 in., 2% in., 3 in., 47c. per lb. Copper cut 
nails, 5 lb. boxes, 1% in., 50c. per Ib.; 2 in., 
2% in. and 3 in., 49c. per Ib. 


advanced 
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Naval Stores. — Prices 
again during the past week. 
however, is very conservative. 


Prices to retailers f.o.b. New York: 
Turpentine, 63c. per gal. yard basis. 
Rosin, on the basis of 280 Ib. to a bbli., 
ard basis, B grade, $5; D to K, $5.25; M, 
6.50; N, $6.75, and WW, $7.50. 


Pruning and Grass Shears.—Interest 
is said to be increasing slightly. Prices 
are firm, stocks in good condition. 


Jobbers’ quotations f.o.b. New York: 

Pruning shear, cast iron, steel blades, 
coppered wire coil spring, $3.25 per doz. net. 
California pattern, tool steel blade, volute 
tempered spring, nickel plated finish, 6 in., 
$16. Same, black finish, $11.58 per doz. net. 
Same, 9 in., full polished, $17 per doz. net. 
California pattern, with ratchet butt, tem- 
pered steel blade, volute spring, full nickel 
plated, $19 per doz. 

Grass Shears.—5% in., steel blades, jet 
finish, polished ones. $3.40 per doz. net. 
Same, trowel shank handle, tempered 5% 
in. blade, green enamel finish, $4.25 per doz. 
net. 

Roller Skates.—Some jobbers report 
fairly good interest for these articles. 
Present prices have been guaranteed 
against decline to August 1, 1921. The 
general situation is quiet. 

Jobbers’ quotations f.o.b. New York: 

Extension roller skates, steel foot plate 
and back, extend 7% to 9% in., cast iron 
rolls, web heel and toe straps, $1.10 per 
pair. Same, better grade, $1.20 per pair. 
Extension skates, with tops, trucks, clamps 
made of cold rolled steel, rubber cushioned, 
extension 7% to 10 in., half strap heel, 
clamp toe, plain steel roll, $2.10 per pair. 
Extension ball bearing roller skates for 
men, nickel plated, $2.65 per pair. Same, 
for women, $2.75 per pair. 

Rope and Twine.—Prices on raw 
Manila fibre advanced to 2% to 2%c., 
and on raw sisal material 1% to 1%c. 
Authorities in the rope market believe 
that these advances, together with the 
fact that the production of Philippine 
hemp is 100,000 bales less than in any 
previous year, will militate against any 
permanent price reduction in rope or 
twine. The local market is very dull. 


Jobbers’ quotations f.o.b. New York: 
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Manila rope, 20c. per Ilb.; sisal, No, 1 
grade, 15c. per lb.; sisal, No. 2 grade, 18¢, 
‘per lb.; hardware grade, manila rope, 17e, 
per lb.; bolt rope, 24c. per lb.; lath yarn, 
13c. to 15c. per Ilb.; jute wrapping twine, 
20c. to 25c. per Ib.; India hemp twine, 
No. 9, 15c. to 17c. per lb. 


Screws.—Many expect reductions, 
but it is somewhat problematical what 
the nature of these reductions will be, 
or when they will become effective, 
Buying is consistently moderate. 


Jobbers’ quotations f.o.b. New York: 

Wood Screws.—Iron, bright, flat 
72% and 10 per cent; iron, bright, 
and oval head, 70 and 10 per cent 
blued, flat head, 72% and 10 per cent: iron, 
blued, round head, 70 and 10 per cent; 
brass, flat head, 65 and 10 per cent; brass, 
round and oval head, 63% and 10 per cent; 
machine screws, iron, flat and round, 6, 10 
and 10 per cent; brass, flat and round, 60 
and 10 per cent. 


head, 
round 
iron, 


Sprayers and_ Sprinklers. — Only 
small interest is being shown these 
goods, and prices are firm. 


Jobbers’ quotations f.o.b. New York: 

Sprayers for spraying paris green and 
liquid on shrubs, potatoes, rose lushes, 
flowers, etc., tin sprayer, 1 pt. capacity, $4 
per doz. net. Same, 1 qt. capacity, $5.75 
per doz. net. 

Brass, 1 qt. capacity, $12.50 per doz. net; 
tin with brass tank, 1 qt. capacity, $11.50 
per doz.; continuous sprayer, sheet tin. 
alleged to give uniform continuous spray 
on both strokes of the plunger, capacity 
1 qt., $10.50 per doz. 

Lawn sprinkler, charcoal tin top, galvan- 
ized, bottom, diameter 4% in., gold lacquer, 
$1.40 per doz. net; lawn sprinkler, 5 in. 
high, brass head, three brass arms, malle- 
able iron sleds, japanned, $17.50 per doz. 
net; sprinkler, 10 in. high combination of 
vertical spray, coming from the perforated 
head, with streams thrown by the three 
arms, head, arms and upper stem brass, 
nickel plated, malleable iron sleds, ja- 
panned, $28 per doz. 

Lawn sprinkler. 24 in. high, brass head 
and arms, malleable iron sleds, japanned, 
$27 per doz. net. 

Watering Pots.—Galvanized iron, zine 
roses, 6 qt., $9 per doz. net. Same, § qt., 
$10.70 per doz. net. Same, 10 qt., $12.35 per 
doz. net. Same, 12 qt., $14 per doz. net. 


Wire Goods.—If anything, interest is 
increasing in this line, especially for 
high-grade poultry netting and screen 
wire, both of which are difficult to get 
in the local market. Prices are very 
steady and stocks generally among 
local jobbers none too heavy. 


, 

Jobbers’ quotations f.o.b. New York: 

Square mesh, wire cloth, New York stock: 
2x 2 mesh, $5.50 per 100 sq. ft.; 2% x 2% 
mesh, $5.70 per 100 sq. ft.; 3 x 3 mesh, $5.75 
per 100 sq. ft.; 4 x 4 mesh; $6 per 100 sq, ft.; 
5 x 5 mesh, $6 per 100 sq. ft.; 6 x 6 mesh, 
9 a 100 sq. ft.; 8 x 8 mesh, $7 per 100 
sq. ft. 


For 50 lineal ft. rolls, add 15c. per 100 
sq. ft. 


Add \c. per sq. ft. for widths narrower 
than 24 in. and wider than 48 in. 

Annealed plain iron wire, 12 Ib. in eac 
stone, 16 gage, $1 per stone; 17 gage, $1.05; 
18 gage. $1.10 per stone; 19 gage, $1.20 per 
stone; 20 gage, $1.30 per stone; 24 gage, 
$1.60 per stone. Annealed galvanized iron 
wire, 12 lb. in each stone, 16 gage, $1.35 
per stone; 17 gage, $1.40 per stone; 1% gage, 
$1.45 per stone; 19 gage, $1.55 per stone; 20 
gage, $1.65 per stone; 24 gage, $1.85 per 
stone. 

Barbed wire, $7.50 per 100 Ib. for both 3 
point. 4 in. and 4 point 6 in. ribbon wire, 
100 lb., $9.50. Twist wire, $6.10 per 100 Ib. 

Bar wire, hog No. 3, $6 per 100 Ib.; 
cattle, No. 6, $6 per 100 Ib.. Copper wire, 
No. 12, 38c. per Ib.: No. 14, 38c. per ib.; No. 
16, 39c. per Ib.; No. 18, 40c. per Ib 

Dull galvanized screen wire, 12 mesh, 
$3.30 per 100 sq. ft. from New York stock; 
13 mesh, extra heavy, $5.35 per 100 sq. ft. 

Black screen cloth, 12 mesh, $2.90 per 100 
sq. ft. from New York stock. 

Poultry netting, 35 per cent discount from 
New York stock. 

P. S.—Sash cord is being quoted locally 
35c. base per Ib. 
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Office of HARDWARE AGE, 
1505 Otis Bidg., 
Chicago, April 19. 


O sweeping effect from last week’s 
N cut in steel products prices by 
the corporation are noted in 
hardware prices. As previously ex- 
plained, the cut just about places quo- 
tations on the same level as that of 
the independents and does not material- 
ly set a new market. Some effect on 
hardware items, manufactured from 
material provided exclusively or large- 
ly by the corporation, may be expected 
when sufficient time lapses. 

Steel sheet prices are not lower, be- 
cause the chief Chicago jobber had al- 
ready based prices on the quotations 
of the independents. 

Conspicuous in the new developments 
is the announced reduction by an added 
five per cent of staple wrought steel 
hardware items for builders. The pre- 
vious two ten per cent reductions by 
leading manufacturers now has an 
added five off, over prices of last De- 
cember. Lock sets are not changed by 
this newest decline, but the market is 
reported weak. 

Announcement is made that hose fit- 
tings and couplings will not be lower 
this season. Manufacturers say mak- 
ers’ costs do not justify any revision 
in quotations. 

Steel goods—rakes, hoes, forks, etc. 
—are firm in price. Some special in- 
stances of cuts may be found, but these 
are individual and are influenced by 
overstocks or the character of the 
goods. Generally speaking, the manu- 
facturer is holding to old prices on 
these goods and the jobbers, generally, 
are obliged to ask the prices based on 
these costs. 

Business continues of good volume 
with no cessation in the demand for 
spring and summer hardware merchan- 
dise. Retailers report gains in sales 
over previous weeks in 1921, and some 
are keeping up with and, in a very few 
cases, even exceeding corresponding pe- 
riods of a year ago. 

Chicago’s employment and building 
permit records continue to point to- 
ward improvement. 

Automobile Accessories.—Slight price 
variations may be found on many items. 
Sales are of growing volume with pros- 
pects for a prosperous season. Jobbers 
to capture rather elusive business dur- 
ing the past weeks have been making 
some special drives, but, generally 
speaking, standard auto accessories and 
equipment show little price easing. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Reliable Jacks, No. 46, $3 each, $34 
per doz.; De Luxe long handled standard 
ay $8.50 each; No. 1 standard jacks, 
3.25 each; Twin cylinder foot pumps, $1.25 
each: Simplex jack, No. . $2.10 each; 
Stewart hand horns, $4 each; Weed chains, 

x 3%, $5 per pair, with 25 per cent 
off in ‘ots of one dozen pairs and 33% per 
cent off in lots of more than one dozen 
pairs; Rid-O-Skid chains, $2 to $2.65 per 
pair; inner tubes, red, 30 x 3%, $2.50 each; 

y tubes, 30 x 3%, $2.05 each; Lyon 
umpers, $10.25 each; Bethlehem spark 
Plugs, in lots of 10). Special type. 438c. 
each; Mica type, Bethlehem spark plugs, 
Tic. each; Standard porcelain Bethlehem 
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plugs, 55c. each; Hercules Giant plugs, 
to 60c. each; Hercules Junior plugs, 
to 35c. each; Hel-Fi standard plugs, 
to 52c. each; Hel-Fi tractor plugs, 83c. 
A. C. Cico plugs, 48c. each; Splitdorf 
plugs, 70c. to 78c. each; United plugs, 
junior, 40c, each; Champion X plugs, 50c. 
each; Champion O plugs, 50c. each; Cham- 
pion Heavy Duty plugs, 57c. each. 

Axes.—The line being out of season 
buying is not expected now. Announce- 
ment of fall prices, at some future date, 
is expected to develop inquiries and 
sales, but now there is no activity. 
Prices which have been ruling are about 
as follows. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Standard quality black unhandled 
axes, 3 lbs. to 4 Ibs., $17.50 base; good 
quality black unhand'ed axes, same weight, 
$16.50 base; handled, $3 to $6 per doz. extra 
according to grade. 


Alarm Clocks.—Demand is still brisk, 
daylight savings laws making a wider 
market for these salable aids for early 
rising. Prices show no break. 

Agricultural Tool Handles.—Prices 
are said to be certain of no change be- 
fore July 1. Sales continue active. 


We quote from iobbers’ stocks, f o.b. Chi- 
cago: Agricultural tool handles, 4% x 
straight plain, $4.70; X bent, $3.90; XX 
bent, $5.35; 4% bent hayfork handle strap 
and ferrule, $7.80; 4% manure fork strap 
and ferrule, $7.80 doz. 


Builders’ Hardware.—The added five 
per cent discount on strap and T hinges, 
butts and other staple builders’ hard- 
ware items of wrought steel was made 
effective within the past few days. This 
makes the price on most builders’ hard- 
ware lower than December quotations 
by two tens and a five per cent decline. 
Lock sets are not strong, but are un- 
changed from the prior price, which 
represents two ten per cent declines 
from the peak quotations. The 10% 
or more drop in padlock prices does 
not effect pin tumbler and other higher 
priced padlocks at all. Manufacturers 
say that present costs do not justify the 
reductions already made on a part of 
the padlock line, but that in anticipa- 
tion of lower costs in the future they 
have allowed ten per cent or more lower 
quotations on the cheaper and medium 
grades. 

Chains.—No change in price, and 
sales are largely of hammock and porch 
swing patterns. 


We quote from jobbers’ stocks, f 0.b. Chi- 
eago: 3 ft. Hammock chains, $3.05 doz. 
pairs; 6 ft. ditto, $4.55 doz. pairs; 9 ft. ditto, 
$7.20 doz. pairs: 5 ft.-3 ft. branch porch 
swing chains, $9.70 doz. sets: 5 ft.-2% ft. 
brunch ditto, $9.05 doz. sets; Proof coil 
chains, % in., $10.50 per 100 Ibs.; Tenso, 
lock link and American weldless coil chain, 
45 per cent off list. 


Clipping Machines.—Good business 
continues, and demand is expected to 
show no let up for another six weeks. 
Prices have undergone no change. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Stewart No. 1 ball-bearing horse clip- 
per, enclosed type list, $14: top plate, $1.25; 
bottom plate, $1.75; Stewart No. 9 ball- 
bearing shearing machine list, $22; horse 
clipping attachment for shearing machine 
list, $9. Discount on all above items, 25 per 
cent. 

Cutlery.—Influenced by the rapid in- 
crease in the appearance of foreign 
made goods in the U. S. market, cutlery 
manufacturers are urging relief by spe- 
cial tariff legislation, and some such pro- 


55c. 
27c. 
45c. 


tection is expected from Congress in the 
near future. Foreign made razors are 
said to be coming into this country in 
large quantities. Safety and straight 
blade razors are both lively items in 
importations. Manufacturers do not seek 
to stop cutlery from foreign lands, as 
they realize they cannot make enough 
to take care of our needs, but they in- 
sist that such goods should not be al- 
lowed entry at such terms as to very 
seriously undersell the home made prod- 
uct. Cutlery prices have not broken, 
as yet under the competition, but there 
is such a discrepancy between foreign 
and home made lines in price that 
should the country get large volumes of 
foreign goods, U. S. makers could not 
compete at all and would have to sus- 
pend production, it is said. 

Eaves Trough and Conductor Pipe.— 
Last week’s price concessions have been 
withdrawn. But the line is still much 
lower, in correspondence with other 
hardware lines, and prices are said 
to be as much reduced as is possible 
under the cireumstances. The prices 
ruling are about as follows: 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 29 gage lap joint 5 in. eaves trough, 
$5.10 per 100 ft.: 29 gage 3 in. corrugated 
conductor pipe, $5.40 per 100 ft.; 3 in. cor- 
rugated conductor elbows, $1.90 doz. 


Flint Paper and Cloth.—Business is 
only fair. Buyers are awaiting conces- 
sions which the manufacturers say are 
not yet in sight. 


We quote from jobbers’ stocks, f o.b. Chi- 
cago: First quality Flint paper, No. 0, $4.50 
per ream; first quality emery cloth, No. 0, 
$27 per ream. 

Files.—No change has been made 
during the past two weeks. Stocks are 
complete, and a fair amount of business 
is coming through. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Nicholson files, 50-10 per cent off 
list; American files, 60-5 per cent off list; 
Disston files, 50-10 per cent off list: Black 
Diamond files, 50-5 per cent off list. 


Galvanized Ware.—The price situa- 
tion is not strong. Special prices are 
made by jobbers in some sections to 
move stocks, the retailer continuing 
his apathy towards galvanized utensils 
and buying only in small quantities. 
Despite the weakness in price, there are 
no great overstocks, in fact, pails, tubs 
and cans are said to be somewhat low 
in supply. 

Glass.—No change since the recent 
twenty per cent reduction. The demand 
is not brisk, but sales are fairly good. 
Increased building will precede heavy 
buying. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Single strength A, all sizes, 81 per 
cent off; single strength B. all sizes, 81 
per cent off; double strength A, all sizes, 
83 per cent off: double strength B, all sizes, 
83 per cent off; putty in 100-Ib. kits, $4.75: 


commercial putty, $4.10; glaziers points 
Nos. 1, 2 and 3, one doz., 75c. 


Hatchets.—Lower priced goods only 
are selling normally. The trade is evi- 
dently holding off for price conces- 
sions long expected but not yet sched- 
uled by the manufacturers. 


We quote from jobbers’ stocks f.o.b. Chi- 
cago: No. 2 extra quality broad hatchets, 
$24.20 per doz.; competitive grade, $17.25 per 
doz. and up; warranted shingling hatchets, 
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$17.35 per doz.; competitive forged hatchets, 
$10.25 per doz. 


Hammers.—Business continues in 
fair volume on the popular priced 
grades. First quality hammers will 
hardly sell freely without substantial 
price reductions from the manufactur- 
ers. There is still no change in the 
prices. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 11%, first quality nail hammers, 
$15.50 doz.; regular first quality, 16 oz. nail 
hammers, $14.75 doz.; competitive grade nail 
hammers, $10.50 to $12 doz. 

Handles.—Sales are fairly good. The 
price situation continues without change. 


from jobbers’ stocks, f.o.b. Chi- 
eago: No. hickory axe handles, $4 per 
doz.; No. 2, $3 per doz.; finest selection 
white second growth hickory axe handles, 
$6.30 per doz.; special white second growth 
hickory axe handles, $5 per doz.; No. 
hatchet and hammer handles, 85c. per doz.; 
second growth hickory hatchet and hammer 
handles, $1.60 per doz. 

Hose.—Demand continues brisk. Price 
prospects are there will be no change 
for the season. 

We quote from jobbers’ stocks, f ¢.b. Chi- 
cago: %-in, good quality mou'ded reel hose, 
16%. ft.; %-in., 3-ply duck hose, good 
quality, 16c.; %-in., 4-ply duck hose, good 
quality, 18%c. ft.; %-in., 5-ply multiple 
hose, l4c. ft. 

Lanterns.—WNo activity in lanterns at 
this season. Prices for fall delivery 
may not be changed from those given 
here. 


We quote from iobbers’ stocks, f.o.5. Chi- 
eago: Monarch tin lanterns, hot blast, 
$9.50 doz.; No. 2 Dietz cold blast lanterns, 
$14.50 doz.; same with large founts, $16 
doz.: best tubular lanterns, $9.50 doz.; 
Competition lanterns, No. 0, tubular, $7.80 
doz. 

Lawn Mowers.—Prices show steadi- 
ness. Sales are on a necessity basis, 
but of sufficient volume to keep fac- 
tories active in filling orders. 


We quote from jcbbers’ stocks, f.o.b. Chi- 
cago: 17-in. Pennsylvania high wheel 
mowers, $25.50 each; 17-in. Pennsylvania 
Junior mower, $27.20 each; 16-in. four-knife 
ball-bearing 10%-in. wheel mower, $12.60; 
16-in. four-knife ball-bearing 10%4-in. 
wheel, $10.85 each: 16-in. four-knife plain 
bearing 9-in. wheel mower, $9.45 each; 16- 
in. three-knife ball-bearing 9-in. wheel 
mower, $9.45 each; 16-in. three-knife plain 
bearing 8-in. wheel mower, $7.60 each. 


Nuts and Bolts.—Some jobbers have 
overstocks and have shaded prices. De- 
mand is less than normal, but sales are 
being made constantly. 


We quote from jebhers’ stocks, f.o.b. Chi- 
eago: Large size carriage bolts, 50 per 
cent off; small sized, 50-5 per cent off: 
large size machine bolts, 50-10 per cent 


We quote 


Office of HARDWARE AGE, 
410 Unity Building, 


April 23, 1921. 

OLD and wet weather and a holi- 
day during the past week failed 

to check the movement of shelf hard- 
ware out of local jobbing houses, which 
speaks well for the condition of the re- 
tail hardware business in this section 
of the country. The jobbers report no 
change in the character of retail buying. 
It is large in the aggregate, but indi- 
vidual orders call for small amounts, al- 
though they very often embrace a wide 
variety of merchandise. Very little mer- 
chandise needs is anticipated, the retail 
trade confining itself to current wants. 
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off; small sizes, 60 per cent off; all stove 
bolts, 70 per cent off list; all lag screws, 
50-10 per cent off list. 


Nails.—Sales, while still lacking size 
in individual shipments, are piling up 
an important gross. Retailers are not 
buying for many weeks ahead, but the 
current demand makes a nice sales 
total. There is no difficulty in getting 
immediate shipment on any size or 
quantity, in fact mills have some stocks 
ahead but not enough to care for a 
big building boom. Prices continue at 
the $4. base with that figure being no 
longer the exception made by the lead- 
ing hardware jobber in Chicago, but the 
price made uniformally by iron and 
steel and general jobbers in this terri- 
tory. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common wire nails, $4 per keg base. 


Roller Skates.—The first wave of 
heavy demand has passed, but it is 
understood retailers continue to have 
a good demand for these goods. Prices 
show no let-down. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Ball bearing ro'ler skates, boys, $2.45 
pair; ball bearing skates, girls, $2.60 per 
pair. 

Rope.—Two prices may be found in 
the Chicago market, the leading jobber 
offering a slightly lower price than a 
large manufacturer. Sales show growth 
during the past few weeks. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 1 manila rope standard brands, 
19%c. to 20%c.; No. 2, 18%c. to 19%4c.; No. 
1 sisal rope standard brands, 13%c. to 
15%c.; No. 2 sisal, 123%. to 14%c. 


Steel Sheets.—No effect on steel sheet 
prices of the jobber followed the re- 
duction by the corporation, because the 
jobber has been basing prices on inde- 
pendent quotations which have lately 
not been changed. 


We quote from jobbers’ stocks, f.9.b. Chi- 
cago: 28-gage galvanized sheets, $6.40 per 
100 lIbs.; 28-gage black sheets, $5.40 per 
100 Ibs. 

Screws.—No price revision this week. 
Sales are sluggish. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Flat head bright screws, 7214-29 per 
cent off list; round head blued, 70-20 per 
cent off list; flat head brass, 65-20 per cent 
off list; round head brass, 62%4-20 per cent 
off list; japanned, 65-20 per cent off list. 


Solder.—The recent 2c. ‘reduction re- 
mains in force. Business has been of 


fairly satisfactory volume. 
We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Warranted 50-50 solder in full cases 


BOSTON 


By carefully watching stocks and con- 
stantly keeping supplies of those things 
that do sell on hand, everybody appears 
to be prosperous. Instead of an accu- 
mulation of retail stocks there is a slow 
but steady reduction. 


Local heavy hardware houses say 
business is not any better, the recent 
readjustment of prices by the United 
States Steel Corporation insofar as can 
be determined, having no influence what- 
ever on the consumption of iron and 
steel. The trade is hopeful, neverthe- 
less, feeling that recent developments 
in the local building strike situation 
will sooner or later make itself felt in 
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21c. lb.; less than cases 23c. lb.; commercia} 
1 to 3c. Ib. cheaper than 50-50 according 
to grade. 


Sash Card.—Prices continue firm, and 
manufacturers say no lower figures are 
within the range of possibility. De- 
mand should be greater as building 
resumes. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Standard grade No. 7 sash cord, 
$7.50 doz. hanks; No. 8, $8.65 doz. hanks. 


Wheelbarrows.—Sales for garden use 
have been noted, but an absence of ex- 
tensive building has slowed up the de- 
mand for contractors’ barrows. Prices 
remain the same. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common wood barrows, $3.20 each; 
contractors’ steel tray angle leg barrows, 
$7 to $9 each, according to equipment; 
angle leg garden barrows, $6 each: com- 
petitive grade garden barrows, $4.50 each: 
No. 4 tubular barrows, $6.50 to $7.50 each. 


Washing Machines.—The retailer is 
feeling the arrival of the spring house- 
cleaning demand for washers and is 
also noting many more inquiries in the 
store. Demonstrations and special sales 
drives are now in order, and retailers 
report that there has been quite a good 
response where they have made a spe- 
cial effort to sell washers. All types 
seem in demand. Water power and 
electrical machines continue to lead the 
sales, but hand power washers are mov- 
ing in some volume. Manufacturers 
feel the season is developing in a pleas- 
ing way and that business will be good 
throughout the summer. 

Wire Goods.—The sale of wire cloth 
and poultry netting steps along in live- 
ly gait. The demand for black and 
galvanized wire cloth has been very 
strong, stocks of black being low in the 
popular sizes. Good business on poul- 
try netting is also reported by many 
retailers, and the jobbers feel the 
speeded-up demand. Black annealed 
wire is selling well. The only price 
change noted is a reduction of 15c on 
No. 8 black annealed wire, making it 
now $3.75. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Barbed wire galvanized, $4.85; No. 8 
black annealed wire, $3.75; black painted 
wire cloth, 12 mesh, $2.50 per 100 sq. ft. 
Poultry netting, f.o.b. Chicago, no dating, 
galvanized before weaving 40-10 per cent 
off, galvanized after weaving 49 per cent 
off. Catch weight spool galvanized cattle 
wire, $4.85 per 100 Ibs.; 80-rod spool galva- 
nized hog wire, $4.20 per spool: No. 8 galva- 
nized plain wire, $4.70 per 100 Ibs. 


general business lines. Heavy hard- 
ware stocks as a rule are fairly heavy, 
consequently the jobbers are placing 
few orders with the mills. This lack 
of buying on the part of the jobber and 
the public demand, slight as it is, re- 
flects a slow but constant reduction in 
stocks of certain things only. 

Some important price changes are 
announced this week, including iron, 
steel, nuts, rivets, bit braces and sasb 
cord. The great bulk of hardware 
prices, however, remains on an even 
keel. 

Axes.—Retail dealers are buying axes 
a little more freely than they were, but 
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the wholesale market is by no means 
active. Prices remain high, and this 
fact tends to check buying. 

We quote from jobbers’ stocks: Single 
bit axes, standard, $20 per doz. base; double 
bit axes, $25 per doz. base, without 
handles. 

Barbed Wire—The movement of 
barbed wire out of local stocks con- 
tinues satisfactory, and retail dealers 
report good business. Local stocks are 
considerably less than they were on 
April 1st, and indications are that the 
market will clean up well this season. 

We quote from jobbers’ stocks: Galvan- 
ized barbed wire, 80-rod reels, $4.40 per 
reel; cable wire, 80-rod reels, $3.97 per reel; 
galvanized barbed wire, catch weight reels, 
$5.10 per cwt.; cable wire, catch weight 
reels, $5.10 per cwt. e 

Staples.—Galvanized fence staples, $5.10 
per cwt. 

Baseball Goods.—Little fault can be 
found with market conditions as they 
pertain to baseball goods of all kinds. 
The average retail dealer is beginning 
to get an active call for bats, gloves, 
etc., and it looks very much as though 
his profits in this line of goods this sea- 
son will be fully up to expectations. 
Those of the trade who were slow in 
placing orders for their wants are in 
the market from day to day, which ac- 
counts for the movement of goods out 
of local wholesale stocks. 

We quote from jobbers’ stocks: 

, . 2, $2.10 per doz.; No. 4, $4; 
No. 11-B, $8; No. 13. $8; No. 16, $12; No. 
19, $18. Louisville Sluggers, all types, $2 
per doz.; Junior Louisville Sluggers, $8. 

Balls.—Harwood, Dandy, $1.50 per doz.; 
Boys’ Favorite, $2; Young America, $3.25; 
Junior League Special, $3.25; Junior League, 
$5.50; Boys’ League, $7; Dollar Lively, $9: 
Professional League, 13.50; Harwood 
League, $16; National League, rubber cen- 
ter, $18; National League, cork and rubber 
center, $18. 

Gloves.—Fielders’, $12.50 to $60 per doz.; 
catchers’ mits, $20 to $120; basemen’s mits, 
$33 to $48 

Bit Braces.—The leading manufac- 
turers of bit braces, including the Mill- 
ers Falls Co., Stanley Rule & Level Co. 
and Peck, Stow & Wilcox Co., have is- 
sued new lists on bit braces, which show 
a drop of between 10 and 15 per cent 
in prices. Local jobbers’ quotations have 
been revised accordingly. 


Bolts and Nuts.—The market appears 
less excited than it was a week ago, 
when there seemed to be no bottom to 
prices. Manufacturers of bolts, who 
dropped quotations in anticipation of a 
revision in the United States Steel Cor- 
poration schedule on bars, have since 
advanced their prices again. No change 
in local jobbers’ prices is noted, but 
there seems less inclination to cut 
prices. In other words, the market is 
very much steadier. Local lists on nuts 
are slightly lower. 

We quote from jobbers’ stocks: Machine 
bolts with H P nuts, % x 4-in., smaller and 
shorter cut threads, 50 and 10 per cent dis- 
count; larger and longer, 50 per cent dis- 
count: with C T D nuts, small, 45 per cent 
discount; large, 40 per cent discount; tap 
bolts, list net; common carriage bolts, 
Small, 50 per cent discount; large, 45 per 
cent discount; Eagle carriage bolts, 50 and 

per cent discount; stove bolts, large 
lots, 65 per cent discount; small lots, 55 per 


cent discounts; bolt ends, 50 per cent dis- 
pe sar tire bolts, 50 and 10 per cent dis- 


count. 
blank, $2.25 off; 


square, 
and T square, 


a P 
$2.00 off; C PC 


Nuts, 
tapped, . 
blank, $2.00 off; tapped, $1.75 off; semi-fin- 
ished hexagon nuts, 9/16-in. and smaller, 
70 per cent discount: larger, 65 per cent 
discount; finished case hardened nuts, 60 
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screw nuts, 


per cent discount; machine 
brass, 25 


iron, list; machine screw nuts, 
per cent discount. 

Cultivators.—Cultivators are going 
forward in small quantities on each in- 
dividual order, but, in the aggregate, 
the movement in very satisfactory in 
volume. Judging from what some of 
the retail hardware dealers tell us, an 
unusually large number of people are 
going to have a garden this year, and 
many of them who have not already 
purchased a cultivator have signified 
their intentions of doing so. Jobbers 
are making fairly prompt shipments on 
this class of merchandise. 

We quote from jobbers’ stocks: Midget, 
$4.20 per doz.; three-prong cultivators, $8.40 
per doz.; five-prong cultivators, $11.40 per 
doz. 

Drills and Reamers.—No improve- 
ment in the demand for carbon or high 
speed drills is noted, but reamers are 
moving satisfactorily. The bulk of the 
buying of the latter is by automobile 
garages and that class of trade. One 
of the leading manufacturers, who here- 
tofore made no shell reamers smaller 
than 3%-in., and treated everything be- 
low that size as a special, is now pre- 
pared to quote sizes down to %-in. as 
regular. The company also announces 
that hereafter unlisted sizes of carbon 
and high speed drills take the list price 
of the next larger listed size. 

We quote from jobbers’ stocks: 

Drills.—Carbon, sizes up to 1%-in., tap- 
ered and straight shank, 40 per cent dis- 
count; bit stock drills, 45 per cent discount; 
center drills, 40 per cent discount; drills 
and countersinks combined, 10 per cent dis- 
count; ratchet drills, list; wood boring 
brace bits, 40 per cent discount; high speed 
wire gage and letter sizes, plus 10 per cent; 
straight and tapered shank, 1/16 to %-in., 
plus 20 per cent; 33/64 and larger, plus 
20 and 10 per cent; all other kinds of drills, 
40 per cent discount. 

Reamers.—Bit stock, 20 per cent dis- 
count; bridge square and T S standard 
makes, 55 per cent discount; chucking, 20 
per cent discount; tapered pins, No. 00 to 
No. 5, 40 per cent discount; No. 6 and 
larger. 25 per cent discount; escutcheon 
pins, 30 per cent discount; shell fluted rose 
and socket reamers, list. 

Fishing Tackle—The trout season 
opened with a bang. All retail houses 
making a special feature of fishing 
tackle during the past week or so have 
had excellent business, due to the de- 
sire of people to get out and fish. Un- 
fortunately, from the fisherman’s stand- 
point, the streams have been swollen by 
heavy rains, and the fishing has not 
been very good, although some excel- 
lent catches are reported, especially in 
Maine. Local jobbing houses continue 
to report a good demand for all kinds of 
fishing tackle, and their stocks have 
been materially reduced this season. 

We quote from jobbers’ stocks: 

Hooks.—Common ringed, Nos. 1 to 10, 12c¢ 
per 100; No. 0, 16c.; No. 20c.; spoon, 
fluted, $1.75 per doz.; snelled, single gut, 


all sizes and kinds, $2.50; regular grade 
— 1 to 10, $3.60; Nos. 22, 23 and 24, 


Lines.—Furnished or rigged, No. 500, 75c. 
per doz.: No. 550, $1.05: No. 1000, $1.75; No. 
2000, $3; No. 2500, $3.75. Standard braid, 
15-ft. in hank, $4 per gross hanks; 80-ft., 
in hank, $1.50 per doz. hanks. Oiled silk, 
10 yards on card, $1.20 per doz. cards: 
20 yards on card, $2. High grade enameled, 
$3.25 per 100 yards; cheaper grades, $2.75. 

Fliles.—English trout, all popular sizes 
and colors, $8 per gross. 

Rods.—Steel. Vim, $1.20 each; Sunny 

, bait, $1.60; Sunny Brook, fly, $1.70; 

‘ H. telescope, 8% and 9%%-ft., $2.75; 
bamboo, $3.50 to $96 per doz. 

Reels.—Standard makes, $3 to $24 per doz. 


Freezers.—No change regarding the 
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outlook for freezers, from the manu- 
facturer’s standpoint, is noted. Condi- 
tions remain practically the same as 
they have been for the last six months. 
Local jobbers say retail dealers did not 
anticipate wants this year as they 
usually do. Some retailers are buying 
now, but in limited quantities. The ma- 
jority of the trade is waiting for the 
freezer season demand to develop be- 
fore placing orders. 

We quote from jobbers’ stocks: 

White Mountain, 1-qt., $4.85 each; 2-qt., 
5.65; 3-qt., $6.75; 4-at., $8.25;  6-qt., 

&-qt., $13.50; 10-qt., $18; 12-qt., 
15-qt., $25.60; 20-qt., $33.20; 25-qt., 

$42.60. Discount, 25 per cent. 
_ Arctic, 2-qt., $4.60 each; 3-qt., $5.55; 4-qt., 
$6.80; 6-qt., $8.60. Discount, 25 per cent. 

Acme, 2-qt., $12 per doz. from store; 
t-qt., $20 per doz. from factory. 

Hinges.—The Brainard Mfg. Co., 
East Rochester, N. Y., brass stampings, 
has issued a new list which shows a re- 
duction in prices on brass hinges, etc. 

Iron and Steel.—Cold rolled steel 
rounds are 15c. per cwt. higher and 
other shapes 40c., according to new 
prices issued by local heavy hardware 
jobbers. Steel hoops, on the other hand, 
are 52c. per cwt. lower, open hearth and 
crucible spring steel 50c., steel bands, 
30c. to 40c.; soft steel bars, concrete 
bars and angles and channels 35c.; steel 
flats, 22c. to 43c.; tire and toe calk steel, 
25c., and refined steel 35c. to 40c. The 
new prices have brought out few new 
inquiries for stock, 

We quote from jobbers’ stocks: 

lron.—Refined, $3.18 per 100 Ib. base; % 
and 5/16-in. round and square, $5; best 


refined iron, $5; Wayne iron, $8.50; Nor- 
way iron, rounds, 4-in. to 2%-in., 8c. net; 


all other sizes, 10c. base. 
Steel.—Soft steel bars, $3.18 per 100 Ib. 
to concrete bars, 


base; flats, $4.18 $4.28; 
plain, $3.18; twisted, $3.45%; angles, chan- 
nels and beams, $3.18 to $3.28; tire steel, 
$4.25 to $4.75; open-hearth spring steel, 
$5.50; crucible spring steel, 11.50; steel 
hands, $3.83 to $4.48; steel hoops, $4.38; 
cold rolled steel, $4.65 to $5.15; toe calk 
steel, $5.25. 
q eantity Cifferentials, lots under 1000 Ib. 
of a size, 35c. per 100 Ib.; lot 
to 1999 Ib. of a Sine, 15c. oe 
Nails.—Although a majority of the 
wholesale hardware interests have ad- 
vanced their, price on wire nails from 
$4.10 to $4.35 per keg base, f. o. b. store, 
some firms continue to quote the former 
price. The demand for wire and other 
kind of nails is only fair, being con- 
fined to one or possibly five kegs to 
each individual order. The impressiom 
among the retail dealers is that the 
market is going lower, which probably 
accounts for the lack of placing forward 
business in quantity. 


We quote from jobbers’ stocks: 
nails, per keg, from the store, 
ps f.o.b. Boston: coated 
per keg, base; cut nails, $7 per keg, b: 
with the Tremont schedule of extra; gal. 
vanized cut nails, $9.30 per keg base. 


Poultry Supplies.—Brooders, incuba- 
tors, feed troughs, water containers, and 
in fact all kinds of poultry supplies con- 
tinue to move into jobbing hands in a 
satisfactory manner. Judging from the 
amount of stock being shipped out of 
Boston, a large number of people are 
going into chicken raising this year in 
an effort to combat the high cost of 
living. 

Pruning Shears.—Further sales of 
pruning shears are reported by the job- 
bing houses. The demand runs very 


Wire 
$4.10 to $4.35 
wire nails, $5 
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largely to domestic makes, consumers 
evidently being more satisfied with 
them than with foreign goods. 


We quote from jobbers’ stocks: Pruning 
shears, Seymour Smith line, No. 0, $6.30 per 
doz.; No. 23, $9.66; No. 21, $12.60; No. 30. 
$12.60: No. 65, $13.86; No. 40, $23.10; No. 
240, $25.20; No. 290, $31.50. French wheel 
pruners, 8-in., $16 per doz.; 9-in., $19 


Razors.—Interest in the market cen- 
ters very largely at the moment in the 
new styles of razors being placed on 
the market by the Gillette Safety Razor 
Co. This company is putting out a 
Brownie, with three blades, in six dozen 
lots or more, at $8.10 per dozen, and for 
less than six dozen at $9. These razors 
will retail at $1 each. In addition, there 
is the Pioneer, with six blades, selling 
in two dozen or more lots, at $20.25, and 
at $22.50 for less than two dozen. This 
razor will retail at $2.50. A new pocket 
edition, with six blades, sells at $24.30 
for two dozen or more, and at $27 for 
less than two dozen lots. The pocket 
edition retails for $3. 

Rivets.—There has been a general 
downward revision in local quotations 
on rivets, based on new lists issued by 
the manufacturers. 


We quote from, jobbers’ stocks: 
head, boiler, $5.85 per keg, base. 
head, structural, $5.75 to $6.10 per keg, 
base. Iron rivets, small, 40 per cent dis- 
count. Copper rivets, 20 per cent discount. 
Copper rivet burs, net, list. 

Rope.—The local market on cotton 
rope is about 10 per cent lower, follow- 
ing a revision in manufacturers’ prices. 
Quotations on other kinds of rope hold 
steady and jobbers report slightly in- 
creased sales. 

We from jobbers’ 


rope, 22c. per lb.; sisal rope, 
base. 


Rubber Tire Channels.—The local 
market on rubber tire channel has been 
cut 25c. per 100 Ib. The demand for this 
product is limited. Stocks also are 
small, 


We quote from jobbers’ 
tire channels, 8.75c. per Ib. 


Rules.—The Lufkin Rule Co., Sagi- 
naw, Mich., has issued a new list, which 
shows a slight decline on some numbers 
of rules and tapes. Local quotations on 
Lufkin products have been adjusted ac- 
cording to the latest list. 


Cone 
Button 


Manila 
ner Ib., 


stock: 


quote 
17¢ 


stocks: Rubber 


Office of HARDWARE AGB, 
1002 Park Building, 
Pittsburgh, April 25. 

AT HILE it is a little early yet to judge 

of the ultimate effect of the reduc- 
tion in steel prices made recently by the 
Steel Corporation, and given fully in 
our report in Hardware Age last week, 
reports are that a fair amount of ton- 
nage has been released to the mills that 
was being held up awaiting the reduc- 
tion in prices, and which the trade felt 
was bound to come. It seems that some 
of the independent steel makers that 
had been selling at even lower prices 
than those announced by the Steel Cor- 
poration had been advising their trade 
te: take on as much as they could at the 
independent prices, and which advice 
was followed, so that many consumers 
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Sash Cord.—One of the leading makes 
of medium priced sash cord has been re- 
duced 2c. per lb. High grade stock re- 
mains unchanged. The demand for all 
kinds of sash cord is better than it was 
two months ago, but the market is far 


from active. 
We quote from jobbers’ stocks: Acme, 
No. 6, 39c. per Ib; No. 7, 36c.; 


in dozen lots, } 
No. 8, 9, 10, 12, 35c. Samson, No. 7, 61c. 


per lb.; No. 8 and larger, 60c. 

Screws.—In wholesale circles there is 
considerable talk of an impending ad- 
vance in coach screws, but no definite 
word has been received from the manu- 
facturers. The rumors, according to 
some of the jobbing houses, have 
created slightly more activity, but the 
demand is below normal, even at best. 
Some manufacturers of cap screws are 
offering same at slightly lower prices, 
but in view of local stocks there is little 
interest shown by the jobbers. 

We quote from jobbers’ lists: Wood 
screws, flat head bright, 72% per cent dis- 
count; flat head blued, 72% and 5 per cent 
discount; round head blued, 70 per cent dis- 
count; flat head brass 65 per cent discount; 
round -head brass, 62% per cent discount; 
flat head brass plated, 65 per cent dis- 
count; round head nickeled, 60 per cent 
discount; flat head nickeled, 60 per cent dis- 
count; flat head galvanized, 57% per cent 
discount. 


Coach screws, 50 and 10 per cent dis- 


count; set screws, including headless, 50 
and 10 per cent discount; cap _ screws, 
square and hexagon, 50 per cent discount: 
fillister, 20 per cent discount; flat, round 
and button head, list; lag screws, 50 per 
cent discount; iron machine screws, flat 
and round head. 50 per cent discount: 
fillister, 45 per cent discount; flat and 
round head brass, 40 per cent discount: 
fillister, 35 per cent discount. 


Scythes.—The market for scythes is 
unchanged. Prices this season have 
been so high that retail dealers did not 
stock up as they usually do. As a re- 
sult, they are buying only goods as 
needed. 


We quote from jobbers’ stocks: Scythes, 
solid steel, grass, $19 per doz.; brush and 
bramble, $19.50 per doz. 

Sheets.—Local jobbing quotations on 
blue annealed sheets have been reduced 
37c. per cwt., on galvanized, 10c., and 
black, 20c. These changes are the first 
recorded since the middle of March and 
represent a total drop of 72c. per cwt. 
on blue annealed within that time. 


PITTSBURGH 


are covered for some time ahead, and 
at even lower prices than the present 
Steel Corporation prices, the latter now 
being fairly well stabilized. However, 
the trade is still somewhat skeptical as 
to whether present steel prices are go- 
ing to be minimum over the rest of the 
year, and are still inclined to buy only 
to meet early needs. A striking example 
of this policy is found in the automobile 
trade, builders of cars not buying as 
yet anything for delivery beyond July 
1. The fact also stands out strongly 
that if the Steel Corporation can re- 
duce prices on steel without reducing 
wages, then the Corporation will be in 
a position to make further reductions 
in prices should it decide to lower 
wages, and the latter is not an improb- 
ability by any means. Another feature 
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We quote from jobbers’ stocks; No 
blue annealed sheets, $4.53 per cwt., N 
28, black sheets, $5.85 per cwt.; No 
galvanized sheets, $6.85 per cwt. 


Sheep Shears.—Further orders for 
sheep shears have been placed by retail 
dealers in those sections of New Eng- 
land where sheep raising prevails, 
Local stocks are in only fairly good con- 
dition, and it looks as though the job- 
ber would have a small carry-over this 
season. 

We quote from jobbers’ stocks: 
shears, True Vermonter brand. No 


5%-in., $10.50 per doz.; No. 057E, 
$13 per doz. 


Shellac.—At least one manufacturer 
of shellac has reduced prices. 

Stanley Goods.—The Stanley Rule & 
Level Co. has issued a list, which shows 
an adjustment of prices. Some things 
are 10 per cent lower, others are un- 
changed and still others slightly higher. 


Steel Goods.—Improved buying of 
hoes, rakes, shovels, especially the long 
handled and the like, is noted by local 
jobbers. Many of the wholesale firms 
here didn’t stock up heavily on this class 
of merchandise; consequently, there 
have been some delays in shipments, 
but, taken as a whole, the retail trade 
has been looked after fairly well. 

Torches.—The Clayton & Lambert 
Mfg. Co. announces new list prices, 
which show a reduction of 10 and 15 
per cent. 

Washers.—The local market on 
wrought washers is slightly lower, it 
now being quoted at list less 2c., as 
against list less 1c. heretofore. 

We quote from jobbers’ stocks: Cast 
washers, %-in. and smaller, 8c. per Ib.; 
larger, 7c. per lb.; cut washers, 20-Ib. 
kegs. list less 2c.; malleable washers, 14c. 
per | 

Wrenches.—Local quotations on drop 
forge wrenches are 10 per cent lower, 
due to a revision in manufacturers’ 
lists. The market on other kinds re- 
mains unchanged. The demand for 
wrenches in general is quiet and yet is 
better than it was a month ago. 

We quote from jobbers’ stocks: Stillson, 
55 and 5 per cent discount; Trimo pipe 
wrenches and parts, new list, 55 and 5 per 
cent discount; Coes wrenches, 33% per cent 
discount; drop forged wrenches, 3°30 per 
cent discount; Westcott’s wrenches, net list; 
agricultural wrenches, 40 per cent discount. 


Sheep 
055E, 
5% -in., 


that enters into the future steel prices 
is the question of freight rates. It is 
a fact that the railroads are more than 
anxious to reduce both freight and pas- 
senger rates, but have not been able to 
do either on account of the high wages 
being paid to railroad men, and which 
so far the railroads have not been able 
to put on a lower basis. The feeling 18 
pretty general that this year is not 
going to be a big year in the steel and 
allied trades, and that so far, there 18 
no incentive for the jobber or consumer 
to anticipate needs. 

Stabilization in prices of steel prod- 
ucts has been pretty well accomp|ished, 
and there is more uniformity in prices 
being quoted by the Steel Corporation 
subsidiaries and the independent steel 
mills than for some months. However; 
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the amount of new business offering to 
the mills is not large enough as yet to 
tempt any of the steel makers to cut 
prices. This is shown by the fact that 
since the reduction in steel prices was 
made, there has been little increase in 
operations either among the independ- 
ent steel mills, or by those of the Steel 
Corporation. The independent mills are 
running at a little better rate, while 
the ingot production of the Steel Cor- 
poration is said to be about 10 per cent 
better. 

The only changes in prices on steel 
products in the past week were on 
sheets and on iron and steel tubular 
goods. The American Sheet & Tin Plate 
Co., the Steel Corporation subsidiary, 
announced prices on sheets as follows: 
No. 28 box annealed, soft Bessemer and 
open hearth sheets, 4c., blue annealed, 
3.10c., and 28 gauge galvanized, 5c., 
these being mill prices for large lots. 
The new prices show a cut of $7 per ton 
on black sheets, $9 on blue annealed and 
$14 on galvanized. These new prices 
have been pretty well adopted by the 
independent mills. On tubular goods, 
the National Tube Co., also a Steel Cor- 
poration subsidiary, announced reduc- 
tions on black steel pipe ranging from 
$4 to $10 per ton, and on galvanized 
from $4 to $14 per ton. The Mark Mfg. 
Co., Chicago, which some time ago put 
out prices on steel pipe showing heav- 
ier cuts than those made by the Na- 
tional Tube Co., is now said to be quot- 
ing the same prices as those of the lead- 
ing interest. There has also been a re- 
duction of $8 per ton on the heavier 
grades of chain, and railroad and small 
spikes have also been reduced $2 per 
ton, based on the March 21, 1919, prices. 
There have also been slight reductions 
on several other of the lighter lines of 
steel products. 

Reports as to conditions existing in 
the hardware trade are very much bet- 
ter than those pertaining to the steel 
trade. Jobbers here say their volume of 
business is very much heavier than they 
anticipated, and regard the outlook for 
the future as good. One leading jobber 
so far this month has sold more goods 
in dollars and cents than in the entire 
month of April last year, and there is 
still more than a week to work on. This 
means that this jobber will sell this 
month nearly double the amount of 
goods sold in April last year. Reports 
from retailers are that goods are moving 
out freely, and April sales are ahead of 
last year. There is a heavy demand for 
all kinds of garden tools, also for poultry 
netting and wire cloth, and for other 
seasonable goods. Collections are fairly 
good, and there are no dark spots on 
the horizon of the local hardware trade 
at the present time. 

Automobile Accessories.—Local deal- 
ers say their sales of accessories are 
steadily increasing, and they are 
pleased with the outlook. The good 
weather of the past month has brought 
out hundreds of cars that were laid up 
for the winter, and this means that for 
nearly every car, accessories have to be 
bought, and often one customer will buy 
three or four different items. On the 
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standard makes of accessories, the de- 
mand is better than for the cheaper 
grades, car owners having found it poor 
economy to buy cheap goods. Prices 
are firm, and are expected to be main- 
tained, at least until July or later. 
There is a report current here that on 
Monday, May 2, and possibly before, an 
advance of $5 each is to be made on 
several of the higher grades of tires. 


Jobbers quote from stocks about as 


follows: 

Reliable jacks No. 1, No. 2, $3.33, 
in lots of 12; A. C. Titan spark plugs, 65c 
in lots up to 10, and 58ce. in lots of from 
10 to 100; Derf spark plugs, 96c. each for 
all sizes, in lots less than 50; Champion X, 
50e. each for less than 100 and 48c. each 
for over 100; Champion regular, 58c. each 
for less than 100, all sizes, and 56c. each 
for over 100. 

Axes.—This is the off season for 
these goods, demand being very quiet 
and prices are nominal. Not enough 
business is going to test prices, which 
are none too strong, and which may be 
lower before the active season opens. 
first quality 
first quality, 


9 99. 
3.005 


Jobbers quote single bitted, 
axes at per doz., and 
double bitted, $22.50 per doz. 


Builders’ Hardware.—There is nothing 
of interest to report. The recent re- 
ductions on nearly all kinds of bulders’ 
hardware figures out 10 to 15 per cent. 
Steel plated mortise locks are now 
quoted by jobbers at $8 to $8.25, and in 
the peak of prices, these locks sold as 
high as $13 per dozen. 

Automobile Oil.—There has been a 
reduction of about 10 per cent on the 
well known Mobiloil, made and sold to 
the trade by the Vacuum Oil Co. 

Hinges.—As a result of the reduction 
of $5 per ton in prices of steel bars, an- 
nounced last week by the Steel Cor- 
poration, the Griffin Mfg. Co., Erie, Pa., 
the McKinney Mfg., N. S., Pittsburgh, 
and the Stanley Works, New Britian, 
Conn., have announced a reduction of 
5 to 10 per cent in prices on bright steel 
butts, strap and tee hinges and hinge 
hasps. A similar reduction has also 
been made in prices on ball tip butts 
used in house building. 

Chain.—As soon as the Steel Cor- 
poration announced a reduction of $8 
per ton in prices on steel rods from 
which chain is made, the leading chain 
makers announced a similar cut in 
prices of chain, and it is intimated 
there may be still lower prices in the 
near future. Makers report the demand 
only fair, and none of the chain making 
plants is working full time. Effective 
from April 14, makers are quoting to 
the large trade about as follows: 

Proof BB 


671%" .... 6.8! 

Cotton Goods.—There has been a ma- 
terial reduction in prices on nearly all 
lines of cotton goods and the market is 
weak. Sash cord is off fully 10 per cent, 
and now ranges from 30c. up to 34c. 
per Ib., depending on the grade. 

Eaves Trough and Conductor Pipe.— 


83 


Spring repair work, and to some ex- 
tent, new building, are creating a heavy 
demand for these goods. Leading mak- 
ers of eaves trough and conductor pipe 
report they are from two months to ten 
weeks back in order. Prices are firm, 
but unchanged. 

Ice Cream Freezers.—These goods 
are not in very heavy demand. The 
fact that prices are higher than last 
year is a reason given for the falling 
off in demand this year, as compared 
with previous years. 

Jobbers quote the standard 
about as follows: 

Blizzard, 3-qt., $3.90; 4-qt., 
$6; 8-qt., $8. Lightning, 3-qt., 
$5.25; 6-at., $6.50; 8-qt., $8.50. 
$3.90: 4-qt., $4.80: 6-qt., $6.50; 8-qt., $8.50. 
White Mountain, 3-qt, $4.75; 4-qt., $5.75; 
6-qt., $7.40; 8-qt.. $9.50. Auto Vacuum, 
3-qt., $3.33; 2-qt., $4; 4-qt., $6.67, and Acme 
freezer, 2-qt., $1. 

These prices are reported as holding 
quite firm. 

Lawn Fences.—The new demand is 
very urgent, and one leading local job- 
ber has already sold two car loads more 
than he expected to handle this spring: 
Makers are getting back in deliveries, 
and are not promising shipment now in 
less than three to four weeks or longer, 
from date of order. Prices are firm, 
but no higher. Standard Cyclone fenc- 
ing, L, extra, is quoted at $9.80, for 
36-in., while 42-in. is quoted at $11. 
Prices on 36-in. style F are $13.50 for 
36-in. and $14.75 for 42-in. Single walk 
gates for same are quoted at $3.40 each, 

Iron and Steel Bars.—All the inde- 
pendent makers of steel bars have 
adopted the prices of the Steel Cor- 
poration, so that there is now more 
stability in the steel bar market than 
for some time. Prices on mild steel 
bars are now $2.10 at mill in large lots 
per 100 lb. Prices from warehouse on 
steel bars are about 2.75c. and on iron 
bars about 3c. Retailers charge the 
usual advances for small lots from 
store. 

Paints and Supplies.—Prices are un- 
changed. 

Standard grades of ready mixed paints 
are $4.25 per gal., a reduction of 25« lin- 
seed oil is 78c. per gal., in barrels, a reduc- 
tion of 2c. per gal.; turpentine is 7lc. per 
gal., a reduction of 2c.. and white lead is 
$13 per 100 Ib. 

Stucco 4-in. at about $4 
each at retail. at $1.25 for 
12% Ib. and $2.25 for 25 4b. Sandpaper is 
sold at 30 and 10 off list Shellac is lower 
in price. Cheaper grades are sold at $3.14 
per gal., medium grades at $3.50 and high 
grades at $3.75 per gal. 

Rules.—The Stanley Rule & Level 
Co., New Britian, Conn., announces a 
reduction of about 10 per cent in prices 
on boxwood rules. 

Steel Squares.—Makers have made a 
reduction of about 10 per cent on these 
goods. The demand is quiet. 

Wire Products.—All the independent 
mills are now quoting the same prices 
for wire nails and wire as those quoted 
for more than two years by the Ameri- 
can Steel & Wire Co., these being $3.25 
base for wire nails, and $3 per 100 lb. for 
plain annealed wire. Jobbers quote 
from $3.40 to $3.50 for small lots of 
wire nails from store. The demand is 
said to be much better than for some 
time. 


makes 


$4.80 


$4.25; 


6-qt., 
5-qt., 
Arctic, 3-qt., 


brushes are sold 
Putty is sold 
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Office of HARDWARE AGE, 
604 Mercantile Library Bldg., 
Cincinnati, April 23, 1921. 

ee on sales made by a 

hardware jobber furnishes some in- 
teresting information. This firm re- 
ports that sales this year up to the 
15th of April are only 6% behind those 
for the similar period of 1920. When it 
is taken into consideration that prices 
of many articles are from 10 to 20% 
lower this year, it will be seen that the 
hardware business is not feeling the 
effects of the general depression. The 
volume of sales from a tonnage stand- 
point is slightly ahead of that for the 
same period of last year. 

The demand for seasonable goods is 
very good and sales have been large 
with both jobbers and dealers. This is 
particularly true of wire netting, screen 
cloth, garden tools and poultry netting. 
The demand for lawn mowers has also 
been exceptionally heavy and jobbers 
have been forced to send rush orders to 
manufacturers to take care of the de- 
mand. High prices apparently are not 
bothering buyers of these items. 

In the mill supply line, conditions are 
not so favorable. Many manufactur- 
ing plants are only running part time 
and quite a number of them have been 
closed for several weeks. A slight im- 
provement is noticed, however, during 
the past couple of weeks and the busi- 
ness reported is approximately 65% of 
that done during a similar period last 
year. 

Recent adjustments in the prices of 
bolts and nuts and some wire products 
have not affected the local market as 
yet. For about ten days some low 
prices were being made on bolts and 
nuts, but last week some manufactur- 
ers advanced their prices approximately 
15% and jobbers quotations remain un- 
changed. There is a report that prices 
on nails will be advanced approximately 
25c. a keg, but nothing has been done 
as yet. A number of price reductions 
of a minor character have been received 
during the week, and—something ex- 
ceptional nowadays—one price advance 
is reported. 

Axes.—Reports are current that a 
new price on axes for fall delivery will 
be issued in a few days. This is ex- 
pected to show a decline of approxi- 
mately 10%. In the meantime, sales 
are only fair. 

Jobbers still quote: 3% ; to 4% single 
bitted handled axes at $22.75 per doz. 

Aluminum Ware.—Sales continue in 
fair volume and prices are firm. Some 
improvement is expected in this line 
during the next couple of months. One 
reason for this is that many newly mar- 
ried couples will be settling down in 
their own homes during the months of 
May and June. Dealers report that the 
tendency nowadays is to buy only the 
very best grades of aluminum ware for 
kitchen use. 

Automobile Accessories.—Further im- 
provement is noticed in the automobile 
accessories line. A particularly slow 


item, however, is automobile tires. Job- 
bers say they cannot account for this 
slackness. One of them humorously 
remarked to the HARDWARE AGE that 
perhaps the number of automobile tire 
thefts had something to do with this 
situation. There seems to be an epi- 
demic of such thefts at the present 
time, particularly in the outlying sec- 
tions of the city. Very few price 
changes are being received and these 
are being put into effect by jobbers as 
fast as they come in. Deliveries from 
manufacturers are particularly good. 


Jobbers quote tire tape, 45c. per Ib.; 
Indianapolis guaranteed foot pumps, $2.60 
each; Pep valve grinding compound, 4-oz. 
cans, 45ec. each; Bullet Type fender park- 
ing lamps, 
$4.25 each. 


Builders’ Hardware.—There is very 
little new to report. Building opera- 
tions are going along steadily and plans 
are being continually received for es- 
timating purposes. The present season 
is expected to be one of the best for 
many years, although high costs of 
some material is having a tendency to 
hold up a large number of projects. 
Jobbers and dealers, however, report 
sales as very good, considering general 
conditions and are looking forward with 
confidence to the future. Some reports 
of lower prices are heard but nothing 
definite has been received from the 
manufacturers to confirm these rumors. 

Bolts and Nuts.—The situation in 
bolts and nuts is somewhat complicated. 
Several price changes were made dur- 
ing the past couple of weeks and job- 
bers were kept busy changing their 
prices to meet new conditions. Within 
the last week, however, the market 
seems to have stabilized and it is not 
expected that many changes will be 
forthcoming for sometime at least. The 
local demand is only fair. 


Jobbers quote machine bolts, small sizes, 
60 per cent and 10 per cent off; larger 
sizes, 50 per cent and 7% per cent off. 
Carriage bolts, small sizes, 60 per cent off: 
larger sizes, 50 per cent and 5 per cent off. 
Stove bolts, 70 per cent and 19 per cent off. 
Semi-finished nuts, small sizes, 70 per cent 
off; larger sizes, 60 per cent and 10 per 
cent off. 


Baseball Goods.—The fine weather 
and the opening of the major league 
seasons has stimulated interest in base- 
ball goods, and sales of bats, balls and 
gloves have been exceptionally good. 
No price changes are reported and it 
is not expected that any will be made 
before the fall. 


Crow Bars.—A reduction of approxi- 
mately 10% has been made in the price 
of crow bars. 


Jobbers are now quoting, crow 
to 40 lbs. at 12c. pound. 


Drills.—Sales of drills continue to im- 
prove slowly. Curtailment of manufac- 
turing operations is responsible for the 
passive interest shown in this item. 


Jobbers quote high speed and carbon 
drills at 45 and 10 per cent off list. 


Eaves Trough and Conductor Pipe.— 
Sales continue very good, a noticeable 
increase being reported by jobbers 
handling this line. There are rumors 
that a slight increase will be made in 


$1.50 each; Howe spot lights, 


bars 10 
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prices, as the ones now in effect were 
passed on lower mill prices for sheets 
than those prevailing today. However, no 
intimation has been received from man- 
ufacturers as to when the new price will 
be made. 

Jobbers continue to quote: 28-gage, 5-in. 
single bead eaves trough, $5.10 per 100 ft.; 
6-in., $6.20. 28-gage, 3-in. corrugated con- 
ductor pipe, $4.95 per 100 ft.; 4-in., $6.60; 
corrugated conductor elbows, 3-in., $1.73 
per doz.; 4-in., $2.88. 

Fishing Tackle.—Dealers report sales 
of fishing tackle as very good. There 
has been no change in prices recently 
and none are expected for the time 
being. 

Files.—The demand is practically un- 
changed. Reduced operations in the 
metal manufacturing plants has had a 
somewhat depressing effect on the sale 
of files. No changes in prices have been 
made. 


Jobbers quote all makes of files at 50 and 
10 per cent off list 


Ferrules.—A slight advance is re- 
ported in the prices of malleable fer- 
rules. The new prices in effect are as 
follows: 

Small, $9.50; medium, $10; large, $10.50. 

Garden Tools.—The demand is in- 
creasing steadily for garden tools and 
dealers report sales have been excep- 
tionally good. Stocks are in fair shape 
to take care of all demands and prices 
are holding very steady. 

Garden Hose.—Increased interest is 
being shown in garden hose and sales 
are improving steadily. 

Quotations are unchanged as _ follows: 
Leader brand, %-in., 5-ply, 10%c. per ft.; 
%-in., same, 12%c. per ft. Red hose, %- 
in., 7-ply, 15c. per ft.; %-in. same, 17c. 
per ft. 

Galvanized Ware.—The situation re- 
garding galvanized ware is a complex 
one. There are practically no uniform 
market prices, and quotations are con- 
stantly changing. The prices below are 
probably an average of what the lead- 
ing jobbers are quoting. 


Galvanized pails, 10-qt., $2.50 per doz.; 
12-qt., $2.80; 14-qt., $3.20; 16-qt., $4.  Gal- 
vanized tubs No. 0, $6 per doz.; No. 1, 
$7.20; No. 2, $8.40; No. 3, $9.60. 


Glass.—The strike of the glaziers 
union has not had a serious effect on 
the demand for window glass, which 
jobbers report as keeping up pretty 
well. There are no signs of the em- 
ployers granting the demands for an 
increase in wages. No further price 
changes have been reported and jobbers 
continue to quote: 


Window glass, single strength, A. all 
sizes, 81 per cent discount; double strength, 
all sizes, 83 per cent discount. Plate glass, 
75 and 10 per cent discount. 


Hinges and Butts.—There has been a 
10% drop in prices of strap and T- 
hinges. Steel butts have also been re- 
duced a similar amount. The new prices 
have not been received. 

Hammers.—Rumors are current that 
prices on hammers will be reduced with- 
in the near future. However, no defi- 
nite confirmation has been received 
from manufacturers and it may be pos- 
sible that this rumor is entirely with- 
out foundation. 

Ice Cream Freezers.—The demand 
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keeps up very nicely and an improve- 
ment is noticed over the previous fort- 
night. Sales are expected to be very 
heavy when the warm weather sets in. 
Prices are unchanged and jobbers are 
quoting as follows: 

Blizzard, 3-qt., $3.90 each. White Moun- 
tain, 3-qt., $4.85 each. Acme, 2-qt., $12 
per doz.; 4-qt., $20 per doz. 

Lawn Mowers.—The demand for lawn 
mowers is exceptionally heavy and job- 
bers have been forced to send rush or- 
ders to manufacturers to replenish their 
stock. The higher priced mowers seem 
to be in the best demand, although any- 
thing that will cut grass is, according 
to some dealers, acceptable. Some job- 
bers who last fall were a bit timid about 
ordering their usual stocks on account 
of the increase in prices which went into 
effect at that time, are now almost en- 
tirely out. Prices are very steady, job- 
bers quoting as follows: 

Common lawn mowers, 12-in.. $6 each; 
14-in., $6.25 each; 16-in., $6.50 each. 
Medium grade, ball bearing, 14-in., $9.50 
each; 16-in., $9.75 each; 18-in., $10 each. 
High grade, ball bearing, 16-in. $14.25 
each; 18-in., $14.75 each; 20-in., $15.25 each. 

Mechanics’ Tools—Mechanics’ tools 
are not moving very fast these days. 
Curtailment of manufacturing opera- 
tions is directly responsible for this. 
Carpenters’ tools, however, are show- 
ing improvement. 


Nails.—There is only a fair demand 
for nails at the present time. Recent 
advanced by some independent mills of 
25c. a keg is expected to have the effect 
of increasing the prices of the dealer a 
similar amount, as present quotations 
are based on a $3 mill price. Nothing 
has been done, however, in regard to 
this matter and it may possibly-be a 
couple of weeks before an advance is 
put into effect. In the meantime, job- 
bers are quoting: 


Wire nails, $3.60 to $3.75 per keg base; 
cut nails. $6 per keg base; cement coated 
nails, $3.20 per keg base. 


Picks.—A reduction of approximately 
12%% has been made in contractors’ 
picks. Jobbers are now quoting these 
at 334% off the list. 

Refrigerators.—While it is a little 
early for refrigerators, dealers report 
their sales as satisfactory. A short 
period of real warm weather would no 
doubt have the tendency to stimulate 
further interest in this item. Stocks 
are in good shape to take care of all 
demands and prices are holding firm 
at the recent levels. 

Screen Doors. —The demand for 
screen doors is steadily increasing. The 
higher priced doors seem to be in most 
demand. Window screens also are 
being taken up in fair quantities. 

Stanley Goods.—The Stanley Works 
are reported to have withdrawn all 
prices and it is expected that new ones 
containing some revisions will be out 
within the next week or so. 

Sash Cord.—There is a fair demand 
for sash cord, and quotations are firm 
at 3le per pound. 

Steel Letters.—A slight reduction has 
been made in steel letters and jobbers 
are now quoting these at net lists. 
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Screws.—There is a fair demand for 
screws and prices are steady. 


Jobbers quote as follows: Machine screws, 
all sizes, 70 per cent off; cap screws, 45 
and 10 per cent off; set screws, 50 and 10 
per cent off; coach screws, 60 and 10 per 
cent off; lag screws, 50 per cent and 10 
per cent off; wood screws, 70 and 20 per 
cent off. 

Steel Sheets.— No further price 
changes are reported in the sheet mar- 
ket. It would not be surprising, how- 
ever, is a slight advance were to be 
made in view of recent advances made 
by independent mills. 

Jobbers still quote: 
5.50e. per Ib.; 
6c. per Ib. 

Wire Products.—It is getting on to 
the tail end of a very satisfactory sea- 
son so far as wire products are con- 
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3725 Colfax Avenue, South, 
Minneapolis, Minn., 
April 20, 1921. 

USINESS conditions look a little 

brighter, but there is still a great 
deal of the “waiting” attitude. Part 
of this is due to unsettled labor con- 
ditions. Most of the agreements be- 
tween builders and employees expire 
May 1, and construction is naturally 
held back until conditions to apply 
after May 1 are known. Business is 
showing improvement. For a week or 
two it will look as though things were 
coming along rapidly. 

The only real marked improvement 
is in building conditions, which has 
been very noticeable. Buildings are 
mostly school houses or small dwel- 
lings, 

Builders’ Hardware.—As above 
stated, there is an improvement in 
building conditions and indications are, 
unless labor trouble develops, that 
this condition will continue. Majority 
of the work is for small dwellings. 

Axes.—Sales are of small volume. 
Prices remain same as last. 


We quote from local jobbers’ stocks: 
Single bit, $17.25 per doz., base weights; 
double bit, $22 per doz., base weights. 


Brads.—Sales are improving right 
along as building conditions improve. 
Screening time has also helped to im- 
prove sales. 

We quote from local jobbers’ 
75 per cent from standard lists. 

Bolts.—Demand is showing some im- 
provement, due largely to improved 
building conditions, but no real im- 
provement can be expected until manu- 
facturing plants resume work on a 
larger scale. Prices remain firm. 

We quote from local jobbers’ stocks: 
Small carriage bolts, 40-10 per cent; large 
earriage bolts, 45 per cent; small machine 
bolts, 50-10 per cent; large machine 
bolts, 50 per cent; stove bolts, 65-5 per 
cent; lag screws, 50-10 per cent. 

Churns.—Sales are continuing and 
will, no doubt, continue so. Price re- 
mains as last. 

We quote from local jobbers’ stocks: 
Barrel Churns at 45 per cent from Standard 
lists. 

Eaves Trough Conductor Pipe and 
Elbows.—There is a gradual and con- 
tinued improvement in this line as the 


28-gage black sheets, 
28-gage galvanized sheets, 


stocks: 


85 


cerned. There is still a fair demand for 
poultry netting and dealers have not 
been altogether satisfied with their 
shipments on wire cloth. Jobbers have 
received additional shipments and are 
now in a better position to take care of 
their trade. No price changes are re- 
ported. 


Jobbers quote poultry netting, galvanized 
before and after weaving, 45 per cent dis- 
count. Black painted wire cloth, 12-mesh, 
$2.40 per 100 square ft. 6-in. 4-pt. cattle 
wire, $4.05 per 80-rod spool. No. 9 an- 
nealed wire, $3.60 per 100 Ib 


Wheelbarrows.—A_ slight reduction 
has been made in the price of wheel- 
barrows. The demand is reported as 
very good and sales have been excel- 
lent. 


Jobbers quote wood barrows, full bolted, 
$4 each; steel pan tray barrows, $6 each. 
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season opens. A fair volume of busi- 
ness is expected. Stocks are in good 
condition. Price remains unchanged. 

We quote from local jobbers’ stocks: 
Eaves troughs, 28-ga., 5-in. lap joint, single 
bead, $6 per 100 ft.; conductor pipe, 28-ga., 
corrugated, 3-in. $6 per 100 ft.; elbows, 
3-in., corrugated, $1.72 per doz. 

Files—Small retail demand is im- 
proving, but large users have not been 
in the market for some time. Price 
remains as last. 

We quote from local jobbers’ stocks: 
Nicholson Files, 50-10 per cent from list; 
Arcade 60-10 per cent from list. 

Galvanized Ware. — Demand con- 
tinues rather inactive, although a 
small volume of business is being done 
right along. Price continues same as 
last. 

We quote from local jobbers’ stocks: 
Standard No. 1, galvanized tubs, $8 per 
doz.; standard No. 2, $9 per doz.; standard 
No. 3, $10.50 per doz.; heavy galvanized, 
No. 1, $20 per doz.; heavy No. 2, $21.50 per 
doz.; heavy No. 3, $23 per doz.; standard 
10-qt. galvanized pails, $2.80 per doz.; 
standard 12-qt., $3.08 per doz.; standard 
14-qt., $3.45 per doz.; standard 16-qt. stocks, 
$5.25 per doz.; standard 18-qt. stocks, $6.10 
per doz. 

Glass and Putty.—Demand is fair to 
good, and a larger volume should de- 
velop along with improved building 
conditions. Price as last quoted. 

We quote from local jobbers’ stocks: 
Single 76-10 per cent: double 78-10 per cent 
from lists. Putty, $5.15 per cwt. commer- 
cial in bladders. 

Hose.—Sales are gradually improv- 
ing. Stocks are ample to take care 
of needs. Price has been adjusted one 
cent higher on competition grade. 

We quote stocks: 
Competition, %-in., per ft.; 
5-ply, rubber, %-in., % -in. 
cotton, 13%c. per ft. 

Ice Cream Freezers.—Business con- 
tinues dull, and if public attitude of 
buying only essentials will no doubt 
continue so. Price as last. 

We quote from local jobbers’ 
4-qt. White Mountain, $5.78 each; 
White Mountain, $9.45 each. 

Lawn Mowers.—Customers in a re- 
tail way are showing interest in 
mowers, getting information and 
prices. Practically in season. Price as 
last quoted. 

We quote from local jobbers’ stocks: 
Philadelphia lawn mowers, styles C, E and 
K, at 25 per cent from list. Riverside, ball- 
bearing, at $9.50 each. 


jobbers’ 
lle. 
per ft.; 


local 
3-ply, 
lée. 


from 


stocks: 
8-qt. 
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Milk Cans.—Demand continues only 
fair. Price remains as last quoted. 

We quote from local jobbers’ stocks: 
Railroad milk cans, 5-gal., $3.40 each; 8- 
gal., $4.20 each; 10-gal., $4.45 each. 

Nails.—A little more activity is no- 
ticed in this line. Renewed building 
activity and general repairs will con- 
tinue to improve sales of this item. 
Price as last quoted. 

We quote from local jobbers’ stocks: 
Bright wire nails, $4.25 base; cement coated 
nails, $3.90 per keg base. 

Paper.—A_ slight improvement is 
noted as building conditions develop. 
No further changes in price. 


We quote from local jobbers’ stocks: 


F.o.b. Barrett's No. 2 tarred felt, $3.30 cwt.; 
Barrett’s threaded felt, 500-ft. rolls, $1.78 
per roll; Slater’s felt, $1.39 per roll. No. 20 
red rosin, 60c. per roll; No. 25 red rosin, 72c. 
per rol; No. 30 red rosin, 85c. per roll. 


Poultry Netting.—A very satisfactory 
business has developed in netting and 
season is now at its heighth. Price re- 
mains as last quoted. 


We quote from local 
Hexagon poultry netting, 
from standard lists. 


Rope.—A better demand is noted for 
rope, although no large volume of busi- 
ness is being done. Price as last 
quoted. 

We quote 


jobbers’ stocks: 
40-10 per cent 


jobbers’ stocks: 
per lb. base; 


from local 
Pure manila rope at 21\%c. 
pure sisal rcpe at 16%c. per Ib. 

Sandpaper.—This item shows im- 
provement along with building condi- 
tions. Volume of sales not large as yet. 

We quote from local jobbers’ 
Best grade No. 1 at $7.20 per ream; second 
grade No. 1 at $6.50 per ream; No. 1 Garnet 
paper at $15 per ream. 

Sash Cord.—Sales show some im- 
provement as buildings started early 
are nearing completion. 


We quote jobbers’ stocks: 


Silver Lake No. 8 at 65c. per lb.; ordinary 
braided cotton, No. 8 at 38c. per Ib. 

Sash Weights.—The same condition 
applies to weights as to cord. No 
change in price. 

We quote 
$3 per cwt. 

Screen Doors.—Retail sales should 
begin to develop rather soon. Price 
remains firm. 

We quote from loca! jobbers’ stocks: 
Common screen doors, $29.40; fancy screen 
doors, $34.80 per doz. Window screens: 
Sherwood adjustable, 24-in., $9 per doz.; 
Wabash extension, 24-in., $7.70 per doz. 

Screws.—Demand shows some im- 
provement but not a great deal. Price 
shows no further decline since last 
report. 

We quote from local 
Flat-Head bright screws, 
round-head blued screws, 70-10 per cent; 
flat-head japanned screws, 65 per cent; 
flat-head brass screws, 65 per cent; round- 
head brass screws, 62% per cent; iron 
machine screws, 60 per cent; brass machine 
screws, 40 per cent; lag screws, 50 per 
cent. 

Solder.—Solder market continued in- 
active. No further changes in price. 


We quote from local jobbers’ 
Half and half solder, 23c. per Ib, 


Steel Sheets. — Market continues 
quiet. Recent settlement of steel prices 
should, and is expected to stimulate 
trade. 


We quote from local jobbers’ stocks: 
28-ga. b'ack sheets, $5.65 per cwt., 28-ga. 
galvanized sheets, $6.75 per cwt. 


Wheelbarrows.—Sales show improve- 


from local 


from local jobbers’ stocks: 


jobbers’ stocks: 
75-10 per cent, 


stocks: 


stocks: - 
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ment. with opening of spring season. 
There has been a reduction in price. 

We quote as follows: Fully Bolted, $38.00 
per dozen; Tubular, Steel No. 1, $6.60 each; 
Garden, Wood barrows, $5.40 each. 

Wire Cloth—A fairly large volume 
of business has developed in this line, 
and should continue for the next few 
weeks. 

We quote from local jobbers’ stocks: 
Black, 12 x 12 mesh, $2.50 per 100 sq. ft.; 
alumina, 12 x 12 mesh, $3 per 100 sq. ft. 

Wire.—Sales are showing steady im- 
provement. Fence wire is in good de- 
mand. 

We qucte from local jobbers’ stocks: 
Barbed wire, painted cattle, 80-rod spools, 
$3.62; galvanized cattle, $4.18; painted hog- 
wire, $3.88; galvanized hog, $4.46. No. 9 
black annea'ed wire, $4.35 per cwt.; No. 9 
annealed galvanized, $5.05 per cwt. 


LONDON MARKET LETTER 
Lonpon, April 6, 1921. 


London ironmongers take the lead in 
most forms of forward progression. 
They have for several years past been 
keenly alive to the advantages of edu- 
cation. Not scholastic training to raise 
their men to a level of thought beyond 
the reach of shop life, but to enable 
them to better grasp commercial pro- 
jects. Many years ago the upper mid- 
dle classes supplied the material for 
apprentices who set out to learn by a 
long and tedious process the arts and 
mysteries of selling hardware; to-day 
a shorter method of acquiring trade 
knowledge must be followed. Iron- 
mongers of middle age are doing their 
best to catch up lost time and to learn 
more about the processes of manufac- 
ture of which many of them are igno- 
rant, and they are in many instances 
offering the same advantages to their 
employees. 

Some fifty ironmongers from London 
recently visited an important metal 
works a few miles down the river and 
saw something of how galvanized goods 
were made. The greater use of power- 
ful machinery has revolutionized the 
industrv. and machine-made_ metal 
wares have quite taken the place of 
hand hammered goods. The days of the 
smith who lived “by hammer and 
hand” are gone, to come no more. Brit- 
ish makers are learning from American 
example to scrap older machines and 
introduce better ones. This tendency 
is being accelerated by the high wages 
which makes manual labor so costly. 

A rather advanced status is being 
given to those ironmongers’ associa- 
tions who are taking a more active part 
in the general trade of the country. 
This useful work helps to broaden the 
viewpoint which in the earlier days of 
associated ironmongers was a verv nar- 
row one. For instance, the Southnort 
ironmongers are now actively working 
on the Southport Chamber of Trade. 
The town is growing and, as one of the 
members remarked, “traders are more 
interested in the prosperity of the town 
than anyone else.” 

We talk glibly about the world’s mar- 
kets, but do not always realize how 
greatly the markets of the world are 
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bound up with one another. The com- 
mon interests of all have been made 
so clear to everyone during the last 
few years that the old ideas about 
countries confining their trade within 
themselves, or offering it as it were 
surplus goods to other nations at big 
prices, or perchance goods for which 
they have no longer any use at slump 
prices—dumping them down below cost 
—is an exploded theory. The countries 
of the world can always, in certain di- 
rections, do foreign business; to do so 
they must make specially for those 
markets and try to find out what is 
wanted and how to produce acceptable 
goods. The Germans did very well in 
many places by this careful attempt 
to copy what they knew to be selling 
goods, and the only way to succeed is 
to produce goods for which there is a 
known market, improved goods per- 
haps, but not improved out of recogni- 
tion, at fair prices at which there is a 
reasonable profit. 

Women are admitted to serve on 
juries and to take the places of men 
in industry and in civil government. 
They are keen observers, and an Eng- 
lish advertiser strikes a telling note 
when he heads his advertisement “An 
All-Woman Jury.”. There are many 
goods made specially for woman’s use, 
and the users must be left to be the 
judges. Men have been too apt in the 
past to force their ideas of manufac- 
ture on their customers. 


Cincinnati Paint Market 


Office of HARDWARE AGE, 
604 Mercantile Library Bldg., 
Cincinnati. April 23 

66 7 HE biggest year in our history,” is 

practically the unanimous opinion 
of paint jobbers and dealers. And not 
only is this year to date running far 
ahead of any previous year, but the 
higher grade paints are the best sell- 
ers, particularly in the city proper. One 
dealer reports that whereas in former 
years he carried practically 50 per cent 
of his stock in the medium grades, this 
year he is carrying 90 per cent of high 
grade paints, and is doing more busi- 
ness than ever before. 

Far from having an adverse effect on 
the paint business, the strike of union 
painters has had the opposite tendency. 
Many of the painters on strike have 
gone into the contracting game in 4 
small way and are drumming up paint- 
ing jobs among their friends to tide 
them over the period they are out of 
work. This all results in more sales 
for dealers. 

That painting activity is not confined 
to the city proper is the experience of 
one manufacturer, who informed the 
HARDWARE AGE that during the past 
two weeks his mail order business was 
the heaviest he has known for years. 

Brushes.—There is nothing new t? 
report, other than that sales are still 
very good. Jobbers report increasing 
activity among the dealers. The price 
situation is firm, and while reports are 
current that prices may he lower in the 
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fall, some jobbers are of the opinion 
that, with a scarcity of materials facing 
the manufacturers, the tendency should 
be the other way. Nothing is looked 
for until after July 1, however. 

Jobbers quote: Paint brushes, black Chi- 
nese bristles, red polished handles, nickel 
bound, ry -in., $5.15 per doz.; 3-in., $6.75 
per doz.; 4-in., $13 per doz. 

Lead.—No price changes are expected 
in the near future. Sales are good. 
Jobbers quote white and red lead at 
13c. per lb. in 100-300 Ib. kegs. 


Mixed Paints.—The demand for ready 
mixed paints is phenomenal, according 
to dealers, and this year promises to be 
the biggest in the history of the trade. 
Prices are firm, and no reductions can 
possibly be looked for before July 1 at 
the earliest. 

Jobbers quote best grades of ready mixed 
aints at $3.50 per gal.; medium grades, 
3 per gal.; medium grade floor paints. 
2.90 per gal.; floor varnishes in regular 
shades, $3.80 per gal. 

Oils—The market is very active. 
Prices, however, are still inclined to 
fluctuate greatly, though during the 
past week these have firmed up con- 
siderably. Stocks of linseed oil and tur- 
pentine are reported to be heavy, and 
this probably explains the continued 
weakness in these items. Jobbers are 
quoting: 

Linseed oil, raw, in single barrels, 72c. 

;_ boiled, 73c.; turpentine, in single 
, Te. per gal.; gasoline, 37c.; lard 
denatured alcohol, 70c. per gal. 

in single barrels. 
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Chicago Paint Market 
Chicago, Ill., April 20. 

Sales of basic materials in paint 
manufacturing are slow. The volume 
in mixed paints is fair, probably ahead 
of sales which would ordinarily come 
at this time of year because the early 
season has made some April demand. 

Manufacturers are hopeful this will 
be a big painting year, but admit the 
market is weak now. 

The following prices are wholesale 
f.o.b. Chicago: 


Linseed oil, raw, in 1-bbl. lots, 68c. gal.; 
in 5-bbl. lots, 64c. gal.; boiled linseed oil, 
= lots, 70c. gal.; in 5-bbl. lots, 66c. 
gal. 

Turpentine, strictly pure, in full bbls., 
75e. gal. 

Denatured alcohol, in bbls., 55c. per gal. 
Pas ae pure white lead in 100-lb. kegs, 

Cc le 


Dry paste in bbls., 7c. Ib. 
White shellac, pure, 4-lb. goods, 


$3. 
gal.; orange shellac, pure, 4-lb. goods, $2. 


25 
90 
gal. 

English venetian red in bbls., $3.75 to 
$8.25 per 100 lb 


United States Chain & Forging 
Co., Reduces Prices 


Under date of April 12, the United 
States Chain & Forging Co., Union 
Arcade, Pittsburgh, announces a reduc- 
tion in prices on butt chains, breast 
chains and cow ties. The announce- 
ment of the company follows: 

TO THE TRADE: 

We are enclosing discount sheet 
of April 11, applying to price list 
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No. 3-A, carrying lower prices for 
butt chains, breast chains and cow 
ties. 

It is customary, April 1st of each 
year, to announce prices for “U.S.” 
electric welded trace chains to ap- 
ply during the following season. 
On account of the very unusual 
conditions prevailing this year, with 
which we are all very familiar, we 
are obliged to defer announcing 
prices for the season of 1921-22 
until a later date. 

It is our earnest desire to be able 
to announce prices for “U.S.” 
electric welded trace chains for the 
coming season in the near future. 
In the meantime, we solict your 
orders for “U.S.” electric welded 
trace chains and other chains you 
will require for the season of 1921- 
22, with the full understanding 
that prices finally decided upon 
will apply. 

Yours very truly, 
United States Chain & Forging 
Company, 
C. M. POWER, 
Vice-President and Sales Manager. 


The new list of discounts on its vari- 
ous grades of chain now in force by this 
concern, and which supersede those of 
date of Feb. 7, 1921, are as follows: 


Discount 


Pass 8. “ree GHAIMe oc sis ceccsean 20 
Page 4* Butt chains 
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BARS—CROW— 
Steel Crowbars, 10 to 40 Ib., 


Pinch Bars, 10 to = 1b., 


Ye@IKee¢ EMERY—Turkish— 
Out of market at present time. 
Domestic, Ib. 11%¢ 
HAMMERS AND 
SLEDGE 


BELTING—LEATHER— 
From No. 1 + Tanned Butts. 
Belting, Ex. Hvy., 18 of..35% 
Bebing, Heavy, 16 os......40% 
Belting, Medium, 14% o2..40% 3 to § 
Belting, Light, 13 ‘50% A lag 


Wire Gauge Jobbers’ and R. S. 
Blacksmith 
Ie Brace Drills for Wooa...334% 


Iron, adj., 


Star H. S. Frame 


s— SCRE WS— 


: Coach, Lag and Jack— 
50&10 Coach, Gimlet Point.. 


Saw Frames— 

p 
Steei, adj., 8 to 12 im., per dos... 
Steel, adj., steel hdle., per oo 


Adj. Pistol-Grip, per doz. .$21.22 


M. S. Tape Taps, Ne. 2 y > 
12 ¢ 

M. s .on Taps, larger. .40% 

W ASHERS—Cast— 


11 Over %-inch, barrel lots, per 
100 1b. 6.25 


$20.22 
Iron and Steel 
Sise bolt .. S/146 ¥# 
Washers $10.75 9.50 


4585 % 7% 





Second quality, Sides aa 
econd Quality, Shoulders. .60% 
Cut tend Lacing, Strictly 

4 


Leather Lacing Sides, per sq. 
ft. Raw Hide, No. 1 in- 
sides 17 sq. ft. and over. .47¢ 
Under 17 sq. ft 45¢ 

Rubber— 

Competition (Low Grade) 50&10% 

Standard -40&10% 

Best Grades 

BLOCKS—Tackle— 

Common wooden 


Carriage, Machine, &c.— 
Common Carriage (cut thread): 
% +6, and smaller. ..40&10% 
Common Carriage (rollea 
thread): 
¥% x 6. and smaller 40&5 Less 
Larger or longer...40&5 
Phila. Eagle, $3.00 list 60% 
Bolt Ends, H. P. Nuts 
achine (cut thread): 


arger or lenger 
OHAIN—Proof Cotl— 
merican Coil; Straight Link: 
3/16, $18.00; %, $15.00; AY 
12.50; 11.00; "7/16, 
10.50; %, $10.25; %, $9.75, 
599-50 %, $9.25; 1 in., 


DRESSING—Belt— 

in gal. cans, gal...$3.00 
DRILL AND DRILL 
STO ex 


OILERS— 

Steel, Copper Plated....60&5% 
Chace, Brass and Copper. -10% 
Railroad, coppered 334% 
Chace, Zinc Plated. . 

Railroad, brass 


PICKS AND MATTOCKS— 


Railroad 30% 
Contractors’ Picks.20% Discount 


ROPE— 

Eastern Retail Trade. Per lb. 

Manila, % in diam. and larger: 
Highest Grade 23 
Second Grade 
Hardware Grade 

Sisal, 4% in. diam. and larger: 
Highest Grade 23 
Second Grade 20¢ 

Sisal, Hay, Hide and Bale Ropes, 
Medium and Coarse: 
First Quality, 23%4¢; second 

20%¢ 


quality 
Sigal Tarred, Medium Lath 
a Yarns: ‘s 
irst quality 
Seon quality 
Cotton Rope: 
Best 5/16-in. and larger, 
49@50¢ 
Medium, 6/16-in. and larger, 
47 @48¢ 
Third Gr., 5/16-in. and 
larger 45 @46¢ 
Jute: 
No. 1. Y-in, and up... .23¢ 
No. 2, %-in. and up....17%¢ 
SAWS AND FRAMES— 
Hack— 
Saws, 6 to 14 in., inc 
Saws, Machine Blades, 
12 to 14 in 


Jack Screws— 


Standard List 
Machine— 
Cut Thread Iron, 
Flat Head or Round Head, 
50&10% 
Fillister or Oval Round Head, 
50&10 % 
Fillister or Oval Head .40&10% 
as oy Thread Iron, F. ~ a 
Ritter’ or ‘Oval’ Head... 30% 
a ay ey F ee 
BB. of BR. Be coose 50&10% 
Filitcies” fi /-F Head. ..60% 


Set and Cap— 


Flat Head, Iron 
Set (Steel) net advance over 


” and smaller 
4%” and larger 
Fillister Head Cap 
Wood 
Flat Head, Iron...... 721%44&15% 
Round Head, lron....67 
Flat Head, Brass.......65&15% 
Round Head, Brass. .62%&15% 
Flat Head, Bronze. .55&10&10% 
Round Head, Bronze 
$214 &10&10% 


STOCKS, DIES AND 
_TAPS— 


4 


Hand van smaller than % 
GR. ccccccccccccccccccces 4S% 


WRENCHES— 


*Agricultural ... 


Alligator A ¢g rocodile 
oo Forged 
Sti son p oo Mh 
Genuine Walworth Stillson, 
50 & 


METALS— 
Tin— 
i BEPC 


Copper— 

Lake Ingot 
Electrolytic 
Casting 
Spelter and Sheet Zinc— 
Western spelter . --- 6% @T7¢ 
Sheet Zinc, No. 9 ‘base, cast 

12¢ open 13¢ 


Lead— 


American Pig....Per lb..5% @6¢ 
Bar Per 1b..6@7¢ 


Solder 

% x % guaranteed 
No. 1 
Refined 

Prices of solder indicated 
Private brand vary according 
composition. 

Babbitt Metal— 

Rest grade, per Ib 
Commercial grade, per Ib... .4 


Antimony— 
Asiatic, per 
Alaminum— 


No. 1 Aluminum (guaranteed over 
99 per cent pure), in ingots for 
remelting, per Ib..... 30@33¢ 








Paint 


Animal, Fish and Vege- 


table Otls— Corn, 


Crude, bbl., 


Ftd Olive, 
67@ per 


City, 5-bbl, -70@ .73 
Out-of-town, 
and over, 
Boiled, 2¢ per gal. advance on Raw. 
Lard, prime, winter. edible 
in bbls., per gal.... 1.25@1.28 


lots, gal... 
5 bbl. lots 


PA th gg 
Palm, 

spot per 
Soya Bean, 


Miscellaneous 


Cotton seed, 
Bleachable 
—- Summer, 


Barytes : 


Off color, 


aoa acidless, gal. 

Bone, Ib. 
Menhaden 
Crude, bbi., 
Light pressed, 


Per gal. 
Bleached Winter, 


gal... 


Cocoanut, Ceylon, bbl., 
N, Y., per lb 


Ood, Domestic, 


Diamond 
Prime... .45 


Newfoundland, 
Refined, bbl., 


Prime, White, ton......26 
ton p 


Fine Orange 


HARDWARE AGE 


in bbl... .49@ .52 
Ib. 9% @10 
per Ib 


a tured, 


Prime 
Lagos. 
] 


bbl., 


White Lead, Dry 
In Oils 

Red Lead, Dry 
In Oils 


Oxide, Selected, 


Spirits of Turpentine 


White Seal 


Dry Colors 


Black, Oarbon Gas... 


Black, Bone 


White and Red Lead, Etc. 
Cents per Ib. 


per lb. 9 @10 


12% @12% 


-12 @30 


April 28, 1921 


Material Prices as Quoted in New York—April 28, 1921 


@15 
@3u 
@14 
@65 
@65 


Black, Ivory . 
Lampblack 
Blue, Chinese 
Blue, Prussian 
Blue, Soluble @— 
Blue, Ultramarine @40 
Brown, American, Burnt 3%4@ 4% 
Brown, Sienna, Italian, 
Burnt and Powdered.. 7 
Turkey, Umber 
Brown, Raw Lump.... 
Green, Chrome 
Paris, Green, 
Arsene .....-..++.-- 32 
Red Carmine, No. 10, 
eee 5.00@5.10 
Indian Red, Standard..14 @15 


@15 
@ 6 
@ 5% 
@60 


@38 


Pare Pere .cccccccoss 2.00@2.10 
Natural Red Oxide @ 5% 
Yellow, Chrome ......22 @— 
Vermilion, English ....1.00@1.10 
Ochre, French 34%@ 4 
Domestic 


Per Ib. 





Stage chains 
Breast chains, 
Breast chains, 
3reast chains, 
Snaps XC 
Breast chains, Victor polished, 
0-10% 
neg chains, tapered. 334%4% 
Cart back and cart breeching 
chains and pins 
Page 10 — machine chain, 
in 

Page 10 U. S. machine chain, straight 


lin 50-5% 
Page 10 v. S. coil chain, twist link.40-10% 
Pagel10 U. S 


coil chain, a. 
Pagel10 U. S. passing link oo 
Pages 11-12 Heel chains 
Page 13 Heel chains, Nos. 
Pagel13 Heel chains, No. 5 
Pages 14-15-16-17 Heel Mua SE 
Page 18 No. 131 Heel chain and extras 
ee eee 40% 
Page 18 


Page 5 

Page 6* 
Page 7* 
Page 8* 


g* 


single. 
double. 


Victor and | 


Page 


Page 8 
Page 9 


Well chains 40% 
Page 19* Cow ties, Ohio pattern.40—-10-10% 
Pages 20- a oe ties, open and closed 


40-10-10% 
Page 22 Hobbie chains 30-10% 
Page 22 Halter loops and rings. -plus 50% 
Page 23 Dees, steel, No. 


- eee plus 20% 
Page 23 Squares, heavy trace, No. 44. 20% 
Page 24 4 


Squares, No. 
Page 24 Squares, halter 
Pages 25-26 Rings, steel 
Page 27 Repair links 
Page 27 Repair links, long soe ae 
Page 27 Repair links, C links...... net list 
Page 28 Lap links i 


Page 28 Lap rings net list 


*Indicates change. 


Selling the Lady 
(Continued from page 52) 


purchases naturally follow. 

He also inquires about washing 
machine, vacuum cleaner equipment, 
etc., and brings to the store, every 
night, a list of live leads for large 
homefurnishings items. Sales of 
washing machines and cleaners and 
paint sales have picked up splendidly 
with Woodward and Walton during 
the few weeks that Nusser has taken 
the store to the door of the house- 
wife. 

“Goods sold every day make the 
house-to-house canvass a _ success,” 
repeated Mr. Woodward, “but I 
want to put the emphasis on the 
benefits derived from the plan that 





are not measured in immediate dol- 
lars and cents. Many women have 
told me that they formed a new idea 
about our store through Mr. 
Bown’s call. They have found we 
handle lines they have bought else- 
where. They have been impressed 
with our desire for their business 
and have said they preferred to 
trade at the store that gave them a 
special invitation to come in. Mr. 
Bown has shown them that we be- 
lieve in and practise service and 
courtesy and has made a favorable 
impression in our behalf. It’s be- 
cause we regard future results of 
more importance than the first sales 
that we follow up each call with a 
personal letter.” 

These letters are varied to fit the 
occasion and thank the customer for 
the order given, or thanks is voiced 
for giving time to the canvasser, etc. 
The letter, which can be altered as 
necessary, tells the recipient the 
store is eager for its business and 
will give special attention to any 
needs arising. It is a strong, direct 
appeal for the prospects patronage 
and it gets results. 


Austin H. Decatur, Decatur & Hop- 
kins, Boston, hardware jobbers, last 
week retired as president of the Boston 
Rotary Club at the annual meeting. 
He was presented with a leather chair 
and a gold Rotary seal. 


Stopping Commuters 


(Continued from page 638) 
insecticides, fertilizers, and, in fact, 
anything a customer’s fancy might 
turn on in relation to a garden or a 
lawn. 

It will be noted that only eighteen 
of these compartments are devoted 


to seeds. The other eighteen are de- 
voted to the cup hooks, etc., such 
merchandise still holding the atten- 
tion of the man or woman who does 
not own a garden and who does not 
want to own one, but who does need 
a hook, or something else. Once in- 
side the store, the clerk does the 
rest. He possibly may not sell the 
customer more than a half dozen 
cup hooks this time, but he neverthe- 
less has sown the seed of knowledge 
that Mackay-Newcomb Co. has a 
well stocked hardware store and 
prices asked therein are within rea- 
son. 


Washington Letter 
(Continued from page 73) 


is a good, hard fighter, and evidently 
is in earnest in this campaign. 

The Department of Commerce has 
recently received complaints from the 
American Chamber of Commerce in 
Mexico to the effect that products of 
American manufacturers shipped to 
that country are fatally handicapped 
by the fact that European producers of 
competing goods pay no taxes on their 
export business, a fact that enables 
them to undersell the Americans. 

Perhaps some day Uncle Sam will 
awake to the fact that the only way to 
build up an export business worthy of 
the name is to put American manufac- 
turers on an equality with their foreign 
competitors in neutral markets. You 
can put the fleetest runner out of the 
race if you attach a ball and chain to 
his leg. 


Everett Totman, Needham, Mass., 
town accountant since 1913, died at his 
home April 18, after an illness of three 
years, at the age of 71 years. Some 
years ago Mr. Totman was actively en- 
gaged in the retail hardware business 
at Waltham, Mass. 
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Let Your Customers Know You Sell 


McKinney Hardware 


OLORED display cards, booklets, 

catalogs and proofs of the national 
advertisements all help to identify your 
store as McKinney Headquarters. 


These display cards in two colors 
should have a prominent place in your 
windows and on your counters. The book- 
lets should be included in your monthly 
statements. They are sales builders. 
Proofs of the national advertisements, 
suitable for window display, afford ex- 
cellent tie-ups between your store and the 
McKinney nation-wide publicity. 


You should also be interested in the 
general hardware advertisements for use 
in your local newspapers. Electros of 
these will be furnished on request. 


The hardware dealers, who are using 
these sales helps find results marked by 
increased sales. The effectiveness of the 
advertising campaign in benefiting your 
business is strengthened by their constant 
use. Make them work for you. A supply 
of the cards, booklets, proofs and the gen- 
eral hardware advertisements will be 
gladly forwarded to McKinney Dealers. 


Also menufacturers of garage 
and farm building door-hard- 
ware, furniture hardware, and 
McKinney One-Man_ Trucks. 


These McKinney One-Man 


a mga the a, of e 
extra help t tr 
es Inges anda butts 


McKinney MANurFacturRiNG Co., Pittsburgh. Western Office, Wrigley Bldg., Chicago. Export Representation. 








Products Being 


Novel Fertilizing Gun Used with 
Garden Hose 


Fertall guns are designed to fit on 
the common garden hose between the 
hose and the nozzle or between the hose 
and any type of sprinkler. They are 
made by the Fertall Co., 239 Prospect 
Avenue, Newark, N. J. Its chief func- 
tion as can be seen in the picture is 














Fertall Gun Filled with Fertall Balls— 
Phantom View 


to provide a means for spraying a solu- 
ble plant food for fertilizer on lawns 
and flower beds. The Gun need not be re- 
moved when not in use as it does not 
in any way interfere with the ordinary 
functions of the hose and it will not 
cause the spray to clog. 

The gun was designed for containing 
Fertall tablets or balls which as the 
manufacturer explains are all water 
soluble, with no residue, no waste, no 
smell and provide a very well balanced 
plant food that sparkles as the water 
runs through the gun dissolving the 
balls and mixing the preparation with 
the water in the spray. 

To refill the gun the cap on the side 
is unscrewed and new balls put in the 
barrel. 


Perfection Line of Metal Goods 


The Perfection line of metal goods is 
made by T. Lennox Co., Marshalltown, 
Iowa. The line consists of a very 
strong steel basket, metal cased ther- 
mos jug, hog fountains, chicken foun- 
tains and hog oilers, 

The steel basket is unusually strong 
and will stand much abuse without any 
sign of wear. Turned on edge this 
basket will sustain a dead load weight 
of 210 pounds, standing upside down its 
strength will sustain a load of 980 
pounds without buckling or warping. 
These figures were compiled after hard 
tests by the manufacturer. One of the 


features that is said to contribute to 
the strength of these baskets is the 














Lennox Steel Basket 


rolled rim. The handle of all Lennox 
steel baskets is made of rope and ap- 
plied with a band of pressed steel of- 
fering metal protection at the point of 
contact with the basket proper. Thus 
there is no wear possible on any part of 
the red rope handle. This protecting 
band fits into grooves pressed into the 
cleat which is securely riveted to the 
basket. The rope is dipped into a 
special preparation that makes them im- 
pervious to all dampness and moisture. 
The preparation leaves a red hue on 
the handles, 

The Perfection thermos jug is an in- 
teresting product suitable for the 
camper, farmer, autoist or any other 
who desires to keep liquids either hot or 
cold. 
in a glass container with proper pack- 
ing and a protecting metal cover. The 
handle is full size and convenient for 
carrying. 

For the farmer or chicken fancier 
the Perfection Thermo chicken foun- 
tain will be of decided interest as it is 
constructed along scientific lines that 
will keep the drinking water warm in 
winter without the use of a heater and 
will without any other aid keep the 
water cool in summer. It is made from 
pressed galvanized iron with no glass 
lining to break and will withstand 
rough usage under almost all condi- 
tions yet it is thoroughly sanitary and 
dependable. Its capacity is three gal- 
lons. The drinking cup is located at a 


Its capacity of one gallon is kept - 


Placed on 'the Market by Hardware Manufacturers 


point of ready access to the small 
chicks and high enough to be convenient 
for the large full grown stock. Chickens 
need plenty of clean fresh water to be 
healthy and this thermos fountain will 
supply this need to complete satisfac- 
tion. 

For the hogs the Perfection line of- 
fers a hog oiler made entirely of cast 














Perfection Thermos Jug 


iron and a water fountain built of gal- 
vanized iron, very strong and made to 
withstand the rough treatment it will 
get. Being finished in an aluminum 
paint it is rust proof and will last a 
long time. Two powerful lamps supply 
the heat and one filling keeps the water 
warm for twenty-four hours. The tank is 
easily lifted out for rinsing and clean- 
ing. Two drinking cups are provided 
—one on each side making it possible 
for more stock to get water at the same 
time. 


New Screen Enamel 


The Black Silk Stove Polish Works, 
Sterling, Ill., offer the trade Black 
Silk Wire Screen Enamel, a new high- 
grade product made expressly for 
enameling screen wire. It is put up in 
three sizes—half pints, pints and 
quarts. 


Reading matter continued on page 92 
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Builders’ Brackets and Hardware Specialties 
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What are you doing to strengthen 
your position with builders and build- 
ing contractors ? 


Richards-Wilcox line offers you 
builders’ brackets and hardware spe- 
cialties to meet almost every building 
requirement. 


Builders are now in the midst of 
a new activity in general construction 
work, 


Builders’ brackets are a _ regular 
part of the standard working equip- 
ment. This working equipment is 
being renewed. Get in and get your 


, AURORA. ILLINOIS, 








share-of the builders’ bracket business. 

The sale of builders’ brackets will 
let you in on sales of other Richards- 
Wilcox hardware specialties. 

If your copy of our latest general 
catalogue is not where you can con- 
veniently get at it, send for one. 

There is real profit to the real live 
dealer in the Richards-Wilcox line, 
and now is the best time to get in on 
the bulk of this profit. 

The key to quicker, easier sales will 
come personally addressed to you, if 
you send for special catalogue U-16. 


” 
BOSTON 

U.S.A. xew vors 
MINNEAPOLIS 

SAN FRANCISCO 


NAPOLIS 





















































Lubrication Outfit for Fords 


Convenient for Ford car users is the 
Forc-Ful- Lubricator, comprising pow- 
erful screw plunger grease gun with 
special connections for all parts of the 
Ford car designed for hard grease lub- 
rication. 

The connections take the place of the 
grease cups where such are used and 
for the king or steering pin bolts and 
tie rod bolts, which are not equipped 
with grease cups, special connections 





Be ta 











Fore-Ful Lubrication Set 


are provided that fit over the bolt 
heads. 

The lubricator is made of steel 
throughout with extra large plunger 
screw and long handle affording a firm 
grip for forcing grease through bear- 
ings clogged with dried grease and dirt. 

A self-closing valve in the end of 
the nozzle allows the lubricator to be 
carried without danger of the grease 
leaking out. 

The capacity of the lubricator is suf- 
ficient, for a month’s supply of grease 
for a Ford car, a great convenience for 
tourists. 

An exclusive feature of the Forc-Ful 
Lubricator is its application to Ford 
front wheels. ‘ 

The common method of front wheel 
lubrication is to fill the hub cap with 
grease and then by screwing it on force 
the grease into the hub. The weakness 
of this is due to the fact that the hub 
cap threads are not strong enough to 
stand the strain and are generally 
stripped long before a quantity of 
grease sufficient lubrication has been 
pressed into the hub. The Forc-Ful 
Lubricator barrel is screwed entirely 
on to the hub before any pressure is 
applied, thus doing away with stripped 
threads, and then the grease is easily 
forced in and clear through the hub 


forcing the old grease out ahead of it. 

The connections are steel, rust 
proofed and unbreakable, all are pro- 
vided with dust caps and these used 
where there might be a tendency for 
the grease to work out are fitted with 
check valves. 

The outfit is made by the L. C. Manu- 
facturing Co., Chicago, and _ sold 
through The Zinke Company, 1323 


Michigan Avenue, Chicago. 


Auto Lock for Ford Car 


Theftproof auto lock for Fords is de- 
signed and made by the Simplex Corp., 
2314 South Michigan Avenue, Chicago. 
It will lock the front wheels rigid in a 
straight ahead position or to the ex- 
treme left or right. It is fool proof in 
that it requires deliberate operation to 
work it. It differs completely from 
other locks for Fords of the spinning 
or loose wheel type. 

Theftproof locks automatically by re- 
moving the key. If anyone attempts 
to move the car the steering posts lock 
as soon as the wheels are in a straight 
ahead position. Its action is exactly 
the same as the average front door on 
the house, with the latch set. 

A Theftproof lock is guaranteed to 














Simplex Theftproof Ford Lock 
give satisfactory service for the life of 
the Ford car on which it is installed. 

To install the cap at the head of the 
steering post, lift out the pinion gear, 
‘nsert the Theftproof washer, replace 
he pinion, and screw on the Theftproof 
‘tap. Insert the two taper pins that 
‘ome with the lock and all is ready for 
ocking service. 


Reading matter continued on page 
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Storage Battery Analyzer 


Recent experience has indicated the 
practicability of the discharge method 
of testing automobile batteries. In 
line with this practice the Service Sta- 
tion Supply Co. of 30-32 E. Darned 
Street, Detroit, Mich., has placed upon 
the market an instrument known as 














Hyrate Battery Anylizer 


Hyrate Battery Anylizer, for analyz- 
ing, which preserves the feature of 
making a high rate discharge through 
patented chromel resistance and com- 
bines with it the unique arrangement 
of a third terminal volt meter of an 
easy reading type. Attached to the 
third terminal of the meter, by means 
of a flexible lead, is a fork spike. One 
spike of the fork is the test point for 
voltage test and the other spike is the 
cadmium electrode for making cadmium 
test. 

It is fairly well established that the 
cadmium test and the open circuit volt- 
age tests are desirable in determining 
the condition of either group of plates 
within the cell without actually dis- 
mantling or opening the battery. 

The Hyrate Battery Anylizer is a 
complete battery testing outfit, capable 
of making three different kinds of tests 
of storage batteries as follows: 

High rate discharge test, plain volt- 
age test, cadmium test. 

In addition to the original two ter- 
minals of this instrument a third ter- 
minal has been added from which a 
calibrated resistance leads to the mov- 
ing cell of the instrument itself. To 
this third terminal is attached a flex- 
ible lead as described above. 
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Sell Varnish 

















John Lucas Co] 
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‘ PH ILADELPH IA 
Prats YORK - CHICAGO . BOSTON 
ITTSBURGH : OAKLAND, CAL 





An Attractive 
Package 


When these good look- 
ing Varnish Cans get on 
your shelves, they don’t 
stay there long. The clean- 
cut, attractive label is a 
distinct sales aid—the 
name John Lucas & Co., 
Inc., is a guarantee of 
quality that eliminates ex- 
planation’ and missionary 
work on the part of the 
dealer. 

This attractive package 
is only one of thé impor- 
tant elements in the plan 
we have perfected for 
“Helping You Sell Var- 
nish.” This plan is a win- 
ner. It’s the most com- 
plete—effective plan for 
selling Varnish ever fur- 
nished a dealer. 


Write today and get all the facts. 
Philadelphia 


NEW YORK CHICAGO BOSTON 
PITTSBURGH OAKLAND, CAL. 
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Notes of the Retail Hardware Trade 


LESLIE, GA.—The warehouse of the 
Leslie Hardware & Furniture Co. has 
been damaged by fire. 

Des PLAINES, ILL.—The Des Plaines 
Mercantile Co. has added a stock of 
hardware. Its line now comprises 
builders’ hardware, farm implements, 
flashlights, fishing tackle, garage hard- 
ware, home barbers’ supplies, incu- 
bators, insecticides, mechanics’ tools, 
phonographs, poultry supplies, shelf 
hardware and washing machines. Cat- 
alogs requested on a line of builders’ 
hardware. 

PRINCETON, ILL. — The Priestley 
Hardware Co., doing both a wholesale 
and retail business, will remodel its 
store and install new fixtures. 

EVANSVILLE, IND.+~-The Mumford 
Hardware Co., successor to the Van 
Pickerill Hardware Co., has moved to 
a new location, and requests catalogs 
on automobile accessories, barn equip- 
ment, builders’ hardware, building 
paper, churns, crockery and glassware, 
cutlery, dairy supplies, dynamite, elec- 
trical household specialties, flashlights, 
fishing tackle, garage hardware, guns 
and ammunition, heavy hardware, in- 
cubators, insecticides, kitchen house- 
furnishings, mechanics’ tools, paints, 
oils, varnishes and glass, poultry sup- 
plies, prepared roofing, pumps, refrig- 
erators, shelf hardware, silverware, 
sporting goods, stoves and ranges, 
washing machines and wheel toys. The 
concern’s business is wholesale and re- 
tail. 

Ft. Mapison, Ilowa.—Hiram’s Hard- 
ware, 725 Second Street, has added a 
line of cook and oil stoves, washing 
machines, fencing, etc., and requests 
catalogs on the following: Automobile 
accessories, barn equipment, builders’ 
hardware, building paper, churns, cut- 
lery, dairy supplies, flashlights, fishing 
tackle, garage hardware, guns and am- 
munition, heating stoves, heavy hard- 
ware, linoleums and oil cloth, lubri- 
tating oils, mechanics’ tools, paints, 
oils, varnishes and glass, poultry sup- 
plies, prepared roofing, pumps, refrig- 
erators, shelf hardware, silverware, 
sporting goods, stoves and ranges, tin 
shop, toys and games, washing ma- 
chines and wheel toys. 

Leso, KAN.—The Albert Still Hard- 
ware & Implement Co. has commenced 
business here, handling a line of auto- 
mobile tires, barn equipment, bathroom 
fixtures, belting and packing, builders’ 
hardware, churns, cream separators, 
cutlery, dynamite, farm, implements, 
flashlights, fishing tackle, furnaces, 
garage hardware, gasoline, gasoline 
engines, guns and ammunition, harness, 
heating stoves, heavy hardware, incu- 
bators, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
phonographs, poultry supplies, prepared 
roofing, pumps, refrigerators, sewing 


machines, shelf hardware, silverware, 


sporting goods, stoves and ranges, tin 
shop and washing machines. 

DETROIT, MicH.—The Henderson 
Hardware Co., 12134 Oakman Boule- 
vard, has been incorporated to do both 
a wholesale and retail business with 
a capital stock of $50,000. Catalogs 
requested on a general line of tools and 
builders’ hardware. 

Kent City, Micu.—Carlson & Tro- 


fast have acquired the stock and busi- 
ness of Briggs. Catalogs re- 
quested on ranges, furnaces and auto- 
mobile accessories. 


Kent City, MicH.—Claud Jones has 
retired from the firm of the Kent City 
Produce & Hardware Co., and pur- 
chased the stock of O. D. Woodworth. 
Catalogs requested on automobile ac- 
cessories, automobile tires, barn equip- 
ment, bathroom fixtures, belting and 
packing, bicycles, builders’ hardware, 
building paper, churns, cream separa- 
tors, crockery and glassware, dairy 
supplies, electrical household special- 
ties, electrical supplies and equipment, 
farm implements, flashlights, furnaces, 
garage hardware, gasoline, gasoline 
engines, guns and ammunition, harness, 
heating stoves, heavy hardware, insecti- 
cides, linoleum and oil cloth, mechanics’ 
tools, paints, oils, varnishes and glass, 
prepared roofing, pumps, shelf hard- 
ware, stoves and ranges, washing ma- 
chines and wheel toys. 

MUSKEGON, MicuH.— The Muskegon 
Hardware Co. 267 West Western 
Avenue, has been incorporated to con- 
duct both a wholesale and retail busi- 
ness in bathroom fixtures, belting and 
packing, builders’ hardware, building 
paper, cutlery, flashlights, garage hard- 
ware, guns and ammunition, heating 
stoves, heavy hardware, kitchen house- 
furnishings, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
plumbing department, prepared roof- 
ing, pumps, shelf hardware, silverware 
and sporting goods. Catalogs requested. 

STEVENSVILLE, MontT.—George A. 
Kain has acquired an interest in the 
firm of Borough & Fulton. 

HANNIBAL, Mo.—The Carr-Morris 
Hardware Co., Ind., 208 North Main 
Street, requests catalogs on the fol- 
lowing items: Automobile accessories, 
barn equipment, builders hardware, 
building paper, churns, cream separa- 
tors, cutlery, dairy supplies, dynamite, 
electrical household specialties, flash- 
lights, fishing tackle, garage hardware, 
guns and ammunitions, hammocks and 
tents, heavy hardware, kitchen cabinets, 
kitchen housefurnishings, mechanics’ 
tools, paints, oils, varnishes and glass, 
poultry supplies, shelf hardware, sil- 
verware, sporting goods, tin shop, 
washing machines and wheel toys. 

BROOKLYN, N. Y.—George B. Ber- 
mann has commenced business at 1334 
Flatbush Avenue, where a complete 
stock of the following is carried, on 
which catalogs are requested: Bath- 
room fixtures, builders’ hardware, 
crockery and glassware, cutlery, elec- 
trical household specialties, electrical 
supplies and equipment, farm imple- 
ments, flashlights, garage hardware, 
gasoline, heating stoves, heavy hard- 
ware, kitchen housefurnishings, me- 
chanics’ tools, paints, oils, varnishes 
and glass, plumbing department, shelf 
hardware, silverware and wheel toys. 

Bascom, OH10.—The Bascom Hard- 
ware Co. has bought the stock of hard- 
ware of John H. Williamson, and added 
a line of automobile accessories. 

NEw York, N. Y.—Citron Bros., 
have opened their fourth store at 2869 
Broadway. The firm is composed of 
Jacob H. Citron, Irving and Max Cit- 


ron. 
94 


MADELIA, MINN.—Cooley & Bradbury 
have sold their stock to C. H. Cooley, 


SARGEANT, MINN.—The Sargeant 
Hardware Co. is purchaser of the 
Grimm Bros. stock. Catalogs re 
quested on a general line of hardware, 


SLAYTON, MINN.—The Peick Hard- 
ware & Furniture Co. has been incor- 
porated with a capital stock of $50,000, 

NT Hitt, Mo.—The Pyle 
Hardware & Implement Co., successor 
to Dean T. Knorpp, requests catalogs 
on automobile accessories, barn equip- 
ment, bathroom fixtures, builders’ 
hardware, crockery and _ glassware, 
dairy supplies, farm implements, flash- 
lights, fishing tackle, gasoline engines, 
guns and ammunition, hammocks and 
tents, heating stoves, heavy hardware, 
insecticides, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
phonographs, pumps, refrigerators, 
sewing machines, shelf hardware, sil- 
verware, sporting goods, stoves and 
ranges. 


BARTLEY, NEB.—I. Cawthra & Son, 
who have recently commenced business 
here, request catalogs on a general line 
of hardware. 


BLADEN, NeB.—The Cutter hardware 
stock has been sold. C. R. Rakestraw 
is the purchaser. Catalogs requested 
on a general line of hardware. 


CROFTON, NEB —George O. Whistler 
has sold his stock and business to 
Whistler & Anderson. 


Homer, Nes.—Barber & Henderson 
~~ purchasers of the stock of W. E. 
en. 


HAMMONDsPoRT, N. Y.—The Freidell 
& Lacher Hardware Co. has purchased 
a new store building, which will be 
occupied by the concern as soon as 
alterations are completed. 


IRVINGTON, N. Y.—Bing Bros. who 
are now occupying their new quarters, 
request catalogs on the following: 
automobile accessories, builders’ hard- 
ware, building paper, crockery and 
Dae cutlery, farm implements, 
ashlights, fishing tackle, kitchen 
housefurnishings, linoleum and oil 
cloth, lubricating oils, paints, oils, 
varnishes and glass, me AR em depart- 
ment and shelf hardware. 

NunpA, N. Y.—E. F. Hunter has 
sold his hardware business to Harry 
S. Robertson, who requests catalogs 
on automobile accessories, automobile 
tires, barn equipment, bathroom fix- 
tures, bicycles, builders’ hardware, 
building paper, churns, cutlery, dairy 
supplies, dynamite, electrical house- 
hold specialties, flashlights, fishing 
tackle, garage hardware, gasoline, guns 
and ammunition, hammocks and tents, 
heating stoves, heavy hardware, home 
barbers’ supplies, incubators, insecti- 
cides, kitchen housefurnishings, lino- 
leum and oil cloth, lubricating oils, 
mechanics’ tools, paints, oils, varnishes 
and glass, poultry supplies, prepared 
roofing, pumps, shelf hardware, sport- 
ing goods, stoves and ranges, tin shop, 
toys and games, washing machines 
and wheel toys. 

CANONSBURG, PA—The Budke 
Stamping Co. is desirous of securing 
the name of the manufacturer 0 
Nabel’s standard furniture polish. 
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RAO E-MARK 


(UNIVERSAT, 


IN EVERY HOME 


ALUMINUM WARE 




















OMING UNIVERSAL events cast 

their advertising before them. 
UNIVERSAL Aluminum Week has 
been advertised far and wide. Women 
who have postponed purchasing UNIVERSAL 
Aluminum will take advantage of lowered 
prices during UNIVERSAL Week—May 2nd 
to 7th. 


A plan has been worked out by which you can 
make special price inducements to consumers 
and yet retain a good profit. By featuring the 
high quality and low prices of UNIVERSAL 
Aluminum Ware during UNIVERSAL Week 
you'll benefit by quick turn-over of stock. 
You'll also make your store known as head- 
quarters for UNIVERSAL Aluminum and get 
a good start for future business. Write or 
wire for Sales Plan and Advertising Material 
for use during UNIVERSAL Aluminum Week. 


LANDERS, FRARY & CLARK 
NEW BRITAIN, CONNECTICUT. 











If your stock of UNIVERSAL Aluminum is now in the back- 
ground, put it in the foreground. Let it be seen and it will be 
bought. Show up the goods and ring up the profit during 


UNIVERSAL Week. 
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U. S. Poultry Netting 


(.apitalize our Manufacturing Success into your Dealer’s 
Profits. 


The “U. S.” construction has created a fence that your 
customers will find won’t sag, cannot bag, requires fewer 
posts, no top rail or baseboard, that looks and stays on 
the job like a real farm fence, along which principle it 
is designed. 


Behind these remarkable facts is the sound reason that 
makes “U. S.” THE DEALER’S PREFERENCE. 


The present high prices of eggs and poultry only tend to 
increase the volume of this industry. Poultry Netting 
will be among the first articles of need. 


Will you get the business or will it be the man across the 
street or just around the corner who cashes in? He won't 
if you have a good stock of U. S. Poultry Netting. With 
this you can sell every other fellow 

off his feet. 


The years of practical use by thou- 
sands of customers has created this 
enormous demand for U. S. Poultry 
Netting. 


Our distributing Jobbers in every 
section of the country are well sup- . 
plied and we have reserve stocks, 
so deliveries are assured. 


THE TIME IS RIPE— 
THE OPPORTUNITY YOURS. 


INDIANA STEEL & WIRE CO. 
MUNCIE, INDIANA, U. S. A. 
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“Cannon Ball” 


Garage Door Sets 


Sell Easy—Run Easy— 
Make Friends—Stay Sold 


(THERE'S money in “Cannon Ball” 
Garage Door Sets. A big demand 
combined with an outfit that sells on 
sight enable you to cash in on auto 
housing in your section. 




















Our special plan does away with the 
investment in heavy stocks and still puts 
you in a position to suit the individual 
requirements of every job. 


The famous “Cannon Ball’ Hangers 
and Track are used in this outfit. Two 
steel ball wheels, running on roller 
bearings—frictionless and noiseless— 
enclosed in tubular track. 

The doors fold, slide and fit inside— ah ae MON 
suitable for any opening. Automatically " 
held against wall by spring bracket i ener 
which is self-adjusting to doors of any box. Simplifies stock keep- 
thickness—a feature exclusive with us. 8 27d facilitates sales. 


ELM ty 
"AR vagy ERRIS & 
* Wingie ee 


Weather proof doors that fit tight as a drum, yet operate like a charm—no pushing, pulling 
and hauling. Just a touch opens or closes ’em. In addition to the set-illustrated, the Star 
Line includes every style of garage door set yet proven practical in its most desirable form. 


Write for catalog and the plan that keeps stock down and sales up. 


Hunt, Helm, Ferris & Co. 


Harvard, Illinois Complete Barn Outfitters Albany, New York a, 


Designers and Manufacturers of STAR 


LINE 
**Something to Sell 
the Year Around’’ 


Stalls, Stanchions 
and Pens 
Litter Carriers 
Water Bowls 
Feed Trucks 
“Harvester” Hay Tools 
Door Hangers 
Garage Equipment 
Coaster Wagons 
Tank Heaters 
and Other Farm Specialties 
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The World’s Tallest 
—and “American” 
Brand Manila Rope 


In the construction of the Woolworth 
Building—the tallest in the world—whose 
55 stories house a population equal to that 

* of many small cities— 


“AMERICAN” BRAND MANILA ROPE 


was used. 


The work was such that only rope of 


known RELIABILITY could be employed. 


Naturally—the task was awarded to 


“AMERICAN” BRAND 
*“*THE RELIABLE ROPE” § 


It gives more value in every way 


Send for copy of our General Catalog— 
THE CORDAGE ENCYCLOPEDIA 


Address Dept. H 


{ Our monthly magazine, “Yarns,” will be mailed 
to you regularly upon receipt of a request. 


American 
Manufacturing 


Co. 


Largest Makers of Commercial 
Twines and Rope in the World 


Noble and West Sts. 
Brooklyn, N. Y. City 
Western Branch: 


ST. LOUIS CORDAGE MILLS 
St. Louis, Mo. 
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The live hardware 
dealer says: 


“We've Just Finished 
Spring Cleaning. 


“The hose department part of the 
work was a JOY. _ I carry only three 
kinds of garden hose—BULL DOG, 
GOOD LUCK and MILO—all 
wrapped ready for delivery. We 
just rolled them around wherever 
we wanted to. One flick of the 


BOSTON duster put them in perfect order. 


WOVEN HOSE & ate | 
RUBBER CO. In fact they hardly needed dusting. 


Cambridge, Mass. These three standard brands of 5¢ ths 


The largest hose manu- sa 75 eo ¢ ani : ‘ 
Fhe Magan taoe mens. garden hose move so rapidly that 


mtr DOG. GOOD the stock keeps fresh. It has little 


L U C K a d M I L O ° » eS S 
brands of garden hose. time to gather dust before it is sold.”’ 
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"Immediately! + 


ARBORUNDUM Grinders are 
yours for immediate delivery. 


For months we have been build- 
ing up stocks against the time 
when the buy rush would come. 
That time is so near now that 
you should stock up on 


Carborundum 
Grinders 


Garage and repair men, carpenters, 
mechanics of all kinds, housewives 
and farmers all need them. There 
is a market almost everywhere. 


Write for prices, and complete in- 
formation on this splendid line. 


Glad to help you push your sales with — : 


displays, circulars, etc. en RB 


The 
Carborundum Company 
Niagara Falls, N. Y. 
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WATER POWER 
WASHER 


Works 


Vigorously 
Under Very Low 
Pressure 


The long standing and firmly es- year. Write us at once for our 
tablished reputation for built-in proposition. 
quality possessed by the Coffield The Coffield 
is something that you will be glad 
to bring into your store. There 
are very few lines of merchandise 
that speak so well for the stand- 
ards of your business. You can 
fearlessly push this washer on the 
quality basis and know that it will The tub is of selected Louisiana 
back up everything you say when Cypress. Filled and varnished in 
actually in use. natural finish and bound with 

It will make friends for you— heavy hoops. All hinges and 
and you will be surprised at the fastenings show c areful and 
number of times it “turns” in qa thoughtful workmanship. 


Water Motor is 
cast in solid brass. All working 
parts are heavily made of best 
brass. It has a reciprocating action 
and develops power and _ speed 
under very low pressures. 


There are many that have been 
in use for over ten years without 
needing motor or tub repairs. 
Write today for our proposition. 


THE COFFIELD WASHER COMPANY 


DAYTON, OHIO 


Also manufacturers of the Famous Coffield Electric. 
Producers of “Washday Smiles” for Seventeen Y ears. 





HARDWARE AGE 











The Shape of the Blade 


is what determines the suitability of a knife or cleaver 
for a particular use. You use a short, narrow, heavy- 
bladed knife for boning, a curved knife for skinning 
and a long-bladed knife for cutting steaks. Likewise 
you use a small, light knife for paring, and a special 
knife for cutting bread. 


It must naturally follow, then, that the cutlery you sell 
must be correctly designed, in order that your customers may 
get easiest, fastest and cleanest cutting. This perfection of 
design, found in all cutlery of the 


FOSTER BROS. BRAND 


is one of the reasons why it has become the standard. The 
shapes of the blades now furnished represent the experience 
of nearly a half century in making cutlery that will satis- 
factorily perform the various cutting operations. 


Your jobber can give you complete 
information about Foster Bros. Brand 











~ JOHN CHATILLON & SONS 


New York | U.S.A. 
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i figure 


And here’s why—it whisks away all the worry and work of wash- 
day! And it puts money into the pockets of 1900 dealers. 


For it is that magic figure 8 of the 1900 Washer that makes the 
1900 Cataract Electric Washer so popular and so much in demand. 
By means of it the water swishes back and forth through the clothes - 
: . : ' his phantom view of the tub 
with every motion of the tub—and four times oftener than in the of the 1900 shows how the water 
- is forced through the clothes in 


ordinary washer. a figure 8 motion four times often- 


er than in the ordinary washer. 
There are, of course, other superior 1900 features, also. But it 
is the figure 8 movement that puts the 1900 as a leader. 


We also have a number of other washing machines, including the 
Gravity Hand Machine, and a complete line of washers operated 
by hand and water power—in fact, a washer for every need. 


Notice the striking color pages in The Saturday Evening Post, 
The Ladies’ Home Journal and Good Housekeeping. They are 
acquainting hundreds of thousands of people with the 1g00—and 
creating a big demand. 


We have a few open accounts. 


1900 CATARACT WASHER 


The 1900 Washer Co. 


Binghamton, N. Y. 


Canadian Factory and Office: 
Canadian 1900 Washer Co., 357 Yonge St., Toronto 
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pxcetsion PICTURE CORD 
— 


has been a familiar staple with the hardware trade many 
years and has always given satisfaction. 





Wickwire Spencer Service 4 Strands 


will give your orders imme- sai 
° ee * trands 
diate and efficient attention. 


12 Strands 


16 Strands 


20 Strands 
24 Strands 


28 Strands 


36 Strands 























SORORITIES 


Wickwire Spencer Steel Corporation| 


WORCESTER, MASS. BUFFALO, NEW YORK 
BOSTON - NEW YORK: PHILADELPHIA - DETROIT - CHICAGO - TULSA SAN FRANCISC@ 


“Als 
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A One Question Questionaire 


Are the brushes and 
brooms you sell enough 
better than ordinary 
‘brushes and brooms so 
that the buyer will be 
anxious to come back 
to you for his next 
purchase P 


JHE OSBORN MANUFACTURING COMPANY 


New York CLEVELAND Detroit 
Chicago San Francisco 


You will find sure-to-repeat quality in 





C{@) or N Ni 


mt 


S Si[3 pt J ) TEN 


Ym ll 
BRUSHES BROOMS 


Industrial and Household 








Who’s Who in Brush-dom 


It is an enlightening and 
pointed fact that the catalog 
numbers adopted by Osborn 
are standard in the brush and 
broom field. 


The crowd always follows the 
leader—they never trail after 
the second fiddle nor the 
also-ran. 
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The BRAINERD Line 


The Most Complete Line of BRASS-BRONZE-STEEL CABINET HARDWARE on the Market 


QUALITY 








No. 1812 


THESE GOODS 


ALWAYS SELL 
| > (em, 


No. 840 o. 255 


No. 254 














THE BRAINERD MFG. CO. 


EAST ROCHESTER, N. Y., U. S. A. 


























Stocks Two Items—Solder and Flux—In One 


K ESTER self-fluxing solder stocks solder and 
flux in one—does away with easily broken 

bottles of flux. 

It is put up in handy one pound coils in cartons 

and one one, five and ten pound spools—no weigh- 

ing—no lifting or stacking of heavy bars. 


Kester 
 Acid-Core 
Wire Solder 


—is easy to sell because we have distributed 
thousands of samples to manufacturers, repair- 
men, garagemen, and other solder users reached 
by our national advertising campaign. They are 
Send the coupon today— acquainted with the many advantages of the Kes- 
—_ in on one Stemne for thie unique solder. Toe a ~ ter method. They know. 
S peer one eben co meat Speeds, und eanmene this new : —its speed; it does away with the slow, mussy 
soldering method is. Mail the coupon below for free samp!le— fluxing operation. e : 
NOW. —its guarantee of a perfect job; every job is 
fluxed in the proportions that assure a perfect 
bond. 
—its economy; no job need be done over; there is 
no waste of flux or solder. 


CHICAGO SOLDER CO. 


4205 Wrightwood Avenue Chicago 
Direct Factory Representatives: 
The Faucette-Huston Co., Louis J, Zie 


Chattanooga, Tenn. 216 Market | 
San Francisc: a 








SS SS SS SSS SSS SSS SSS BSS SSS BSS Bee eee eee 
CHICAGO SOLDER CoO., 
4205 Wrightwood Ave., Chicago. H.A, 4-28-21 
Gentlemen: Please send me a free sample of your KESTER 
ACID-CORE WIRE SOLDER. 
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BIT STOCK DRILLS 


PUT UP IN SETS 





is the handiest way of 
keeping them from be- 
coming dirty, rusty and aod | 


lost. 





They are always ready for 
service. 


THE STANDARD TOOL (0 


CLEVELAND 


SNDARD TOOL CO., 


New York Store Reade St. 
Boston Store 1101 po oo Bldg 


552 W. Washington Blvd. 
Philadelphia 401 Liberty Bldg. 
co. 























It’s Time to Standardize Your Stock 


Don’t tie up your money these days in slow-mov- Besides Bishop’s Famous ene Hand Saw 


ing stock—nor ina dozen different brands. and a complete line of “Saws for Every Pur- 
‘ ; pose,” we make a full line ‘of Scrapers, Cleavers, 
It’s time to standardize your stock. Put in a Trowels, Cane, Corn and Hedge Knives, etc. 


complete line of Ohlen-Bishop Products. Get our prices before buying. 


Address the Department of Sales, Columbus, Ohio 





BISHOP HAND SAW DIVISION OF 


The Ohlen-Bishop Company 


PLANTS: 
Columbus, Ohio Lawrenceburg, Ind. 


Boston New York Cleveland Port'and, Ore. 
Chicago Atlanta St. Louis San Francisco 
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“Derfeer” 


Trade Mark 


Value 
—Today’s Buy-Word 


The “‘Perfect’’ Screen Wire Cloth will amply fulfill pres- 
ent-day buying requirements, simply because it is as good 
today as it always has been. 
aoa Our quality has never lapsed—we employ the finest of 
SINTED SCRE wire, most skilled of workers, and best of thought to 
wire CLOY” accomplish our quality purpose. 


yi 
A Examine any roll of The “‘Perfect’’ Screen Wire Cloth— 


ne you will find its mesh unusually firm, its finish unusually 


durable. You will find it to be the kind of wire cloth 
it pays to sell. 


Your Jobber will supply you. 


LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. 








( 








The Hinge 


That Adds Beauty to 
the Home 


To some people door hinges may seem rather 
small and unimportant. 

Nevertheless their mission in helping to make 
or mar the appearance of the rooms in a modern 
home is worthy of serious thought. The 


GRIFFIN 


“The Door Butt of America” 


is designed along lines that insure both Being finished in the various Griffin 

beauty in the home and service whenever hardware finishes it is in wide demand 

the doors are opened and closed. . for the better class of houses and office 
The Griffin. operates freely and easily, it buildings. 

is amply strong for heavy doors and it is Your stock should include the steady 

such a pleasing fixture that architects and selling Griffin. . 


home builders are glad to specify and 
use it. Send for illustrated catalog and prices. 


The Griffin Mfg. Co. Erie, Pa. 


45 Warren Street, New York 229 West Randolph St., Chicago, Ill. 
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Give Vent to Your Enthusiasm 


It’s an easy matter for any of us to become enthusiastic 
over the big things, but it requires genuine effort to get the 
average man to put his enthusiasm into the little things. 


Yet a great many of these little things are real profit makers. 
The Arcade Spring Hinge is such an item. It sells steadily 
from the time the first fly arrives until cold weather comes 
to drive them away. The Warner Door Closer is another 
good seller in fly time. 


Don’t overlook these little items which pile up profits for 
you. Remember nickels and dimes built the Woolworth 
Building. 


Have you a copy of our catalog? It contains many hardware 
specialties that you can profitably stock. Write for yours today. 


, 


for 


W(((t4 


Aa 


Your Copy 


pili 


To-day 


( 


Arcade Manufacturing Co. 


Freeport, Illinois 

















What Does the Big Demand for 
Seeds Forecast? 


Doesn't it tell you that this is going to be a big year 
for the sale of garden tools? It should. 


Just look around you. Everywhere you will see evi- 
dence that people are going into home gardening on a 
larger scale than ever this year. They have learned 
the economy not only of raising enough vegetables for 
table use during the summer, but of raising a surplus 
and canning them for use during the winter when the 
price of fresh vegetables is high. 


This army of home gardeners need good tools and it is 
you to whom they look to supply them. 


Meet their demands with Cronk’s—the quality tools 
that will uphold your reputation and bring people back 
for other hardware from time to time. 


Get our catalog and order early to assure prompt de- 
livery. 


The Cronk & Carrier Mfg. Co. 
Elmira N. Y. 
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TRIMO 


THE WORD THAT STANDS 


FOR 


Superior 


Monkey Wrenches 


FOR 


SHOP, HOME and FARM 


Trimo Wrenches ffor sale 
everywhere; with Steel Frames 
that will not break; Nut Guards 


that prevent accidental turning 
of the nut in close quarters. 


TRIMONT MFG. CO. 


ROXBURY MASS. 

















ew: 
ee | 


MFG CO 


INVA VTTTT AT] eS 


Accurate Adjustment 


Cap and Set Screws that seat well are 
more efficient because they hold snugly. 
When used on machinery and parts re- 
quiring accurate adjustment the ability 
of Cap and Set Screws to seat well is 
clearly an essential feature. 


Reed & Prince Cap and Set Screws 
seat well. The improved threading 
process used in the manufacture of these 
screws allows the root diameter to run 
uniform very close to the shoulder. 


Our special Heat Treated Cap Screws 
will meet the most exacting require- 
ments for strength. 


Price List C on request. 


“Products that give Satisfaction” 


REED & PRINCE MFG. CO. 
WORCESTER, MASS., U. S. A. 


Western Office 
Located at 
CHICAGO, ILL. 
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